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3 NEW METHODS OF RETAILING 


(or CASH & CARRY SPREADS OVER CAROLINAS — page 23) 
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only 
NOs Milla ala 


has all these features 


BUILT IN DOOR STOP 
LIFETIME 
NON-BINDING 
NYLON, GUIDE 


EXTRUDED 
ALUMINUM 
TRACK 


UNUSUALLY RIGID JAMB 
GUIDE HANGER 
ADJUSTMENT SLOTS 


FOR EASY EXACT ALIGNMENT 


. “§ NEW KUSH-N-STOP 
; REVERSIBLE 





HINGE 


Made to please your customer... 
NEW! Har-Vey “B” Line Slide-A-Fold Hardware 


HAR-VEY SLIDE-A-FOLD HARDWARE is fash- 
ioned for the sales minded builder . . . it gives folding 
doors that sure, silent, smooth action needed to delight 
the most discriminating home buyer or home owner. 
The new Har-Vey jamb hinge rigidly supports the 
door’s entire weight. The single top track serves only as 
a guide, assuring a lifetime of smooth, quiet and 
effortless operation. Look for the Har-Vey name 
stamped on metal parts... your assurance of superior 
quality. 


UNITS COME IN USEFUL HANDI-PAKS .. . one 
box to one opening . . . contains everything to com- 
plete the job. Har-Vey’s unique design pays a bonus to 
the user in fast, easy installation. Har-Vey Handi-Paks 
are easy to stock .. . cuts your inventory, handling 
and sales costs. Price—eminently reasonable (and with 
no compromise in quality) . . . Har-Vey “B” Line 
Slide-A-Fold Hardware comes in 6 sizes from 2’ door 
openings at $3.79 to 6’ openings at $8.79. Write for 
complete details now! 


look at the easy one man installation... 


MARK LOCATIONS 


MOUNT TRACK & JAMB HINGE ATTACH DOOR TO HINGE 


ATTACH GUIDE HANGER ATTACH KNOBS 





Write for Catalog H-12 
AMERICAN SCREEN PRODUCTS COMPANY 


World’s largest manufacturer of window screens 
General Offices: 61 E. NORTH AVENUE 
NORTH LAKE, ILLINOIS 


©1957 by American Screen Products Company 
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HARDWARE = 
HOMESHIELD® 


SCREENS 


For more details on above items, use Coupon on Page 50 
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Naturally! Because with Penn-Dixie “One Pack- 
age” Mortar Cement the only things you need are 
sand and water. Penn-Dixie includes every essen- 
tial mortar ingredient in one package. 


And that’s not all. Penn-Dixie Mortar Cement 
gives you easy workability and all the qualities 
characteristic of a high-grade product. 


You'll appreciate the job-site economies of Penn- 
Dixie “One Package” Mortar Cement. Use or 
specify it for your next, and every job. 





q Penn-Dixie means Permanent Dependability 


PENN-DIXIE CEMENT Cowotation. 


OFFIGES NewYork « Philadelphia + Pittsburgh + Boston «+ Chicago «+ Detroit + Atlanta + Des Moines 
Chattanooga ° Nazareth, Pa. + * Milwaukee * Petoskey, Mich. ° Buffalo . Holland, Mich. 
PLANTS Bath,Pa. *  Nazareth,Pa. ° Penn-Allen,Pa. * |#WestWinfield,Pa. + Buffalo,N.Y. + — Kingsport, Tenn. 
Richard City, Tenn. ° Clinchfield, Ga. ° Des Moines, lowa ° Petoskey, Mich. 
DISTRIBUTING PLANTS Chicago ° Milwaukee ° Detroit . Holland, Mich. 


For more details on above items, use Coupon on Page 50 SOUTHERN BUILDING SUPPLIES for JANUARY, 1958 
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BETTER SERVICE 

Both standard and special 
size TENSION-tites are 
immediately available from 
nearby jobbers. 


EASIER TO STOCK 
Neatly cartoned, sizes plain- 
ly marked, screens protected 
against damage and dust. 
Easily shipped. 


6,000,000 IN USE 
This is the Number 1 screen 
among homeowners and 
contractors throughout the 
South and West. 


LOWER COST 

Both first cost and annual 
cost make TENSION-tite 
the choice for double-hung 
wood windows. 


Re 


MORE PROFITABLE 
You make a much better 
profit by offering TEN- 
SION -tite rather than wood 
or metal frame screens. 


STEADY TURNOVER 
The steady turnover, good 
dollar volume, and excellent 
profit make TENSION-tite 
the screen to handle. 


YOUR CUSTOMERS LIKE IT! 


BETTER LOOKING 

Inconspicuous TENSION- 
tite screens stay trim and 
taut for years and years. 
They never need painting. 


NO MAINTENANCE 
All-aluminum TENSION- 
tite screens have simple, 
foolproof hardware that 
does not attract children. 


For additional information please write 


i RUDIGER-LANG CO. 


Factories in Toccoa, Ga. and Berkeley, Calif. 


international Trade Mart « New Orleans 10, La. 
TUlane 7186 


For more details on above items, use Coupon on Page 50 


‘BETTER WAY’ 
Shared by Dealers 








Jobber Makes It a ‘Dealer's Catalog’ 


“Tt’s made to order for busy building supply dealers!” 
That, no doubt, is exactly how Manager Don O. 
Mirts of Chattanooga’s Reserve Warehouse Corp., 
above left, describes his firm’s extraordinary dealer 
price catalog, while Bob Bryan, Cleveland, Tenn., 
building supply dealer, confirms the assertion. 

Fully illustrated on eye-appealing blue stock, the 
96-page catalog from this building material whole- 
saler carries, for ready reference, an alphabetized 
index of items, together with a concise statement 
of policy, in its front section. 

So that dealers may utilize the catalog as a cus- 
tomer price list, all items described therein are priced 
at retail level. The company price to dealers is 50% 
below that for every item published in the catalog. 


Portable Loading Ramp of Wood 


A newly-designed portable loading ramp will re- 
portedly speed up unloading of lumber stocks from 
freight cars where a dealer has access to a siding, 
but whose yard facilities for a permanent ramp are 
limited. 

Designed by the Timber Engineering Company, 
engineering affiliate of the National Lumber Manu- 
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facturers Assn., the portable ramp permits mechan- 
ized loaders to move inside a freight car to remove 
lumber materials. 

The wood-constructed ramp consists of three sec- 
tions. It has a standard 4’ height and is 35’ 9” long 
when completely assembled. Each section can easily 
be lifted and moved by a fork-lift truck. 

The ramp is designed for use with either three- or 
four-wheel equipment, and for a maximum load of 
15,000 pounds. 

The Timber Engineering Company, Dept. SBS, 
1319 18th Street, N. W., Washington 6, D. C., offers 
free copies of portable ramp design No. 678. 


Beam-Hanger Reduces Erection Time 


A steel beam-hanger has been developed by Lumber 
Fabricators, Inc., Fort Payne, Ala., to reduce home 
erection time and simplify beam installation in the 
Kingsberry line of homes. 

This new unit is said to provide the most secure 
method yet devised of supporting heavy beams, thus 
helping to produce extra-solid structures. The unit 
is secured to the horizontal plate by 16D nails, while 


the beam itself is anchored into the hanger by addi- 
tional nails through the sides. 

The wood shown in photo is used merely to illus- 
trate area where the actual beam is held. 





What's Your “Better Way?” 


Share your “Better Way” of displaying, selling, or han- 
dling building materials with S-B-S readers via this 
department. 

Describe it in a letter and include a picture or draw- 
ing, if available and helpful in presenting your “Better 
Way.” If accepted for publication, S-B-S will reward 
you with $7.00! 

Send your “Better Way” to: Editor, Southern Building 
Supplies, 806 Peachtree Street, N. E., Atlanta 8, Ga. 
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THRESHOLDS and 
~WEATHERSTRIPS 


Model A40 
VP 


with Vinyl 
Inserts 


This modern 

sweep-over type of 

threshold is completely 

. “ss water proof, protected at 

Built all floor contact points with long 
for long- lasting vinyl inserts. 

lasting We manufacture 45 threshold 

: ' types. Send for new catalog— 

satisfaction 57A. 


A750 Aluminum 5” xy 4” B750—Brass 5” x 4” 
A new, effective latch track that will 
fill the growing school building demand. 


4 
Mow Bronze 
w/s 
12 coils in handy 
dispenser with nails. 


“Count on Southern" 


SOUTHERN METAL PRODUCTS CORP 
' tLiil IVUUUIV UUITI. 


921 RAYNOR © PHONE BR 6-549! © MEMPHIS,TENN 


For more details on above items, use Coupon on Page 50 





TOP NEWS 





Lumber Exchange Out; 
Wholesale Firm “In” 


Fred C. Talbot, treasurer and 
chairman of the board of the Na- 
tional Lumber Exchange in Port- 
land, Ore., has organized Lumber 
National, Inc., a lumber products 
wholesale firm, to take the place 
of the National Lumber Exchange, 
Inc. 

“Lumber National, Inc., will use 
for the benefit of its buyers the 
valuable systems and knowledge 
gained through the operation of 
the Lumber Exchange,” Talbot 
said. “This fact alone will greatly 
benefit our customers in their 
everyday buying and selling of 
lumber and allied products.” 

Here is the statement issued by 
Talbot: “On December 2 the Na- 
tional Lumber Exchange, Inc., 
closed its doors to all future busi- 
ness. As_ originally announced, 
prior to the initial opening on 
October 21, 1957, the exchange 
was functioning on a trial and 
educational operation. In any new 
operation, or new means of mar- 
keting a product, the participat- 
ing parties must be educated to 
the benefits to be obtained from 
the new operation. This was the 
purpose of the trial period of 
operation of the National Lumber 
Exchange, Inc... . 

“Participation on the part of 
both buyers and sellers of lum- 
ber was increasing daily, along 
with an understanding of just 
how a commodity exchange func- 
tioned. Regrettably, however, the 
exchange was a private stock hold- 
ing corporation, and had to con- 
eern itself with thoughts of exist- 
ing overhead — and dollars avail- 
able to cover that overhead. 

“The lumber industry, as all 
participants know, is losing more 
of its market each day to sub- 
stitutes and new, less. costly 
means of merchandising of lum- 
ber products must come into being 
in the near future if the lumber 
industry hopes to hold its position 
as one of the largest factors in 
our present-day economy. A com- 
modity exchange for lumber prod- 


6 


ucts, on both a ‘spot’ and ‘future’ 
basis, would be one means of 
reaching this end. 

“If another attempt is made to 
form a lumber exchange, and I 
firmly believe this will come about, 
it should be a cooperative effort 
on the part of all segments of the 
forest products industry. This is 
true in the case of all other ex- 
isting commodity exchanges in 
this country today. 


Smith Heads WRI 


Charles F. Smith, president of 
National Guard Products, Inc., in 
Memphis, Tenn., is the new presi- 
dent of the Weatherstrip Research 
Institute. 

Smith and the following officers 
were elected at WRI’s annual 
meeting in Chicago, IIl., recently: 
Harry Zegers Jr., Chicago, first 
vice-president; Richard P. Roden- 
baugh, Memphis, second vice- 
president; Richard Erck, Chicago, 
secretary; Walter F. Michals, Chi- 
cago, treasurer; and L. G. Klee, 
of Riverside, Ill., executive secre- 
tary. 


USG Building Gypsum 
Plant Near Houston 


Reflecting its confidence in the 
continued growth of the building 
industry in the South, the United 
States Gypsum Co. will erect a 
new multi-million-dollar gypsum 
products plant at Galena Park, a 
suburb of Houston, Tex. 

USG products from the new 
plant — including gypsum wall- 
board, plaster base, plaster, and 
gypsum sheathing — will service 
the Texas Gulf Coast area with 
enough building materials to fin- 
ish the walls and ceilings of more 
than 40,000 homes annually, ac- 
cording to C. H. Shaver, chairman 
of the board. 

The company entered the Hous- 
ton area in 1956, with the con- 
struction of a paper mill at Galena 
Park. The new gypsum plant will 
be built adjacent to the paper mill. 
Completion is scheduled for late 


1958. 

“The new gypsum plant will 
be our fourth in Texas,” Shaver 
said. In addition to its Galena 
Park paper plant and the project- 
ed gypsum plant, the United States 
Gypsum Co. operates a large gyp- 
sum plant at Sweetwater, and a 
lime plant at New Braunfels, both 
in Texas. 


Lang and Sweeney Fill 
Higher Ruberoid Posts 


JOHN LANG, left, and Frederick 
K. Sweeney, right, have been ap- 
pointed by Executive Vice-Presi- 
dent E. J. O’Leary to fill the top 
positions in the sales department 
of the Ruberoid Co. 

As general merchandising man- 
ager for Ruberoid, Lang will su- 
pervise product development and 
distribution, pricing and sales pol- 
icy, and coordinate research with 
sales. A trained civil engineer, 
Lang has been in sales work since 
1921 — with Ruberoid since 1939. 
He served as Ruberoid’s general 
sales manager from 1955 through 
1957. The Ruberoid general mer- 
chandising managership is a new- 
ly-created post. 

Sweeney has been appointed 
general sales manager. Former 
sales manager of Ruberoid’s Mo- 
bile, Ala., district, he will direct 
Ruberoid’s sales staff and field 
activities. He has been with the 
material manufacturing firm since 
1938. A mechanical engineering 
graduate of Marquette University, 
he served as assistant sales man- 
ager of Ruberoid’s Western divi- 
sion from 1946 until 1950. Then, 
he was promoted to the Mobile 
district sales managership. 
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"STYLE A BUILT TO LAST 











PRICED TO SELL 








4 LITE ROLLING 
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ALUMINUM WINDOWS 
































DOUBLE 
HUNG 























A LIFETIME OF SERVICE 








PICTURE 












































2 LITE SLIDING 















































3 LITE SLIDING 


Beautiful Windows made of extruded alumi- 
num, completely weatherstripped for long 











WALL -LITE care-free service in all types of residential 
STYLE S&S and light commercial construction. 




















CENTURY ALUMINUM CORPORATION 
P. O. BOX 21 SCOTTSBURG, INDIANA 


CENTURY ALUMINUM CORP Please send me complete information on 
e Century Aluminum Prime Windows. 


NAME_ 


SCOTTSBURG, IND. ADDRESS 
ree ee ZONE__STATE__. 
VISIT OUR BOOTH No. 370, CONRAD HILTON HOTEL, NAHB SHOW. 











The new symbol 
fer deeitice On guclily Guilding madewiale 
throughout the South 


WITH TEN ACRES OF INVENTORY, NINE WAREHOUSES AND MORE THAN 
EIGHTY SALES REPRESENTATIVES, the new Reynolds Aluminum Supply Com- 
pany symbol represents the largest source of supply in the South for quality 
building materials. A variety of building materials, aluminum mill and build- 
ing products, and industrial metals are available immediately. Reynolds Alum- 
inum Supply Company serves wherever you are in the South. Contact the 
representative or warehouse nearest you today for immediate service on 
your building material requirements. 


REYNOLDS ALUMINUM SUPPLY CO. 


General Offices: Atlanta, Georgia 
OUR 44th YEAR 


tke WAREHOUSES: Atlanta, Georgia * Birmingham, Alabama * Lovisville, Kentucky * Memphis, Tennessee © Miami, Florida 
Nashville, Tennessee * acammpe etss asters Richmond, Virginia * Savannah, Georgia 








GRENADA 


RICHMOND 
RICHMOND 
RICHMOND 
RICHMOND 


ROANOKE 
FARMVILLE 
PRINCESS ANNE 
NORFOLK 


REYNOLDS 
ALUMINUM 
SUPPLY CO. 











RPACVING UP 
im the industry 





Capitol Products Corp... . ARTHUR 


G. WHYTE JR. has been named 
general sales manager of this Me- 
chanicsburg, Pa., producer of alu- 
minum building supplies. A Dart- 


mouth College graduate, Whyte 
was formerly director of specialty 
divisions of the U. S. Plywood 
Corp. where he had been asso- 
ciated since 1951. He replaces Paul 
Hill as head of Capitol sales 





WHYTE TAYLOR 


Douglas Fir Plywood Assn. 

STANLEY A. TAYLOR has been named 
field promotion director of this 
trade association. He succeedes 
Joseph Weston, retired. Taylor, 
who holds both B. S. and M. F 
degrees in forestry from the Uni- 
versity of Washington, joined 


DFPA in 1952 as a field repre- 
sentative. He became assistant 
field promotion director in 1955 


Unique Balance Co... . Appointed 
to head this firm’s Louisiana and 
Mississippi sales is JOHN EVERETT, 
formerly with the Celotex C 

A graduate of Louisiana State 
University, “Jack” Everett will 
maintain headquarters at 625 West 
16th Street in Crowley, La. 











| 
| McGRAW EVERETT 


| Thor Power Tool Co... . WILLIAM 
| J. MCGRAW has been appointed 
general sales manager of all tool 











divisions of this Chicago, IIL. firm. 
McGraw, who has been electric 
tool sales manager, will maintain 
headquarters at Thor’s Aurora ad- 
ministration building. He joined 
the company in 1946 as district 
manager. 


Portland Cement Assn... . MAU- 
RICE L. BURGENER has been named 
manager of the PCA Farm Bu- 
reau. He has served as agricul- 
tural engineer since 1949. He holds 
B.S. and M.S. degrees in agricul- 
tural engineering from the Uni- 
versity of Illinois, and is a mem- 
ber of the American Society of 
Agricultural Engineers. 


Celotex Corp... . JAMES E. ROBERTS 
has been appointed research man- 
ager for this manufacturer of 
building materials. He will main- 
tain headquarters at the newly- 
consolidated Celotex research lab- 
oratories at Des Plaines, Ill. Rob- 
erts was the former manager of 
research and development opera- 
tions for the Weyerhaeuser Tim- 
ber Co. in Longview, Wash. He 
is a graduate of the University 
of Nebraska. 





WHITNEY 


ROBERTS 


Celotex Corp ... JAMES C. WHIT- 
NEY has been named manager of 
this Chicago-based firm’s mineral 
wool sales department. A graduate 
of the University of Utah, he has 
been associated with Celotex for 
14 years. Formerly assistant mer- 
chandising manager, Whitney rep- 
resents the firm in the National 
Mineral Wool Assn. 


Ruberoid Co. THOMAS H. 
DERMODY, comptroller, has been 
elected vice-president and comp- 
troller of Ruberoid. A _ certified 
public accountant, he was asso- 
ciated with Price Waterhouse & 
Co. before joining Ruberoid as 
office manager in 1941. 


Stanley Works... Fred O. Fuller, 
sales manager of Stanley Electric 
Tools, retired January 1 after 39 


(Continued on page 13) 


For more details on above items, use Coupon on Page 50 9 





Farmers are easy to sell when 


USS AMERICAN 
BARBED WIRE 


RANGER—A new high-strength 
barbed wire at less cost. Has 20% 
more tensile strength than conven- 
tional barbed wire. Ranger is long- 
lasting . . . easy to string. Wound 20 
rods per spool. In 2-point and 4- 
point styles. Line wires 1314 gauge 
with 14-gauge round barbs. 


For more details on above items, use Coupon on Page 50 


USS AMERICAN 
BALING WIRE 


Meets the requirements of automatic 
pick-up balers. Holds bales tight and 
neat, yet bends and ties easily. Coils 
unwind without tangli z- No splices 
to jam baler. Easy to load. Water- 
tight cartons for easy, safe storage. 


USS GRIPTITE STAPLES 
and TCI WIRE NAILS 


USS GRIPTITE Staples have true 
nail point and a flattened head. 
Have greater holding power. You 
get more staples per pound. Both 
staples and nails now packed in 
easy-to-open, easy-to-handle light- 
weight fibreboard NAIL CADDY. 
100 lbs. net in each caddy. 
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you carry brands they know— 


» USS TENNESEAL V-Drain ROOFING 


SS 
) USS AMERICAN FENCE — ANA 


ARMERS AND RANCHERS trust a brand they know, especially 
if that brand has proved itself on their own farms or on 
the farms of their neighbors. 

Over 2 million farm buildings have been covered with steel 
roofing made by TCI in the past 31 years. You know the TCI 
brands, USS Tenneseal Roofing and USS Corrugated Roofing, 
must be highly regarded to have established a record like that. 
And there is more USS American Fence in use than any other 
brand. You do not have to push these quality products to your 
customers; they almost sell themselves once their names are 
known. 

Why don’t you let these popular products help you sell your 
customers? Tenneseal Roofing, American Fence and the other 
well-advertised TCI products shown below can help attract 
good customers who value top-quality steel products for their 
farms or ranches. It pays to buy from TCI. 


TENNESSEE COAL & IRON DIVISION 


United States Steel Corporation, General Offices: Fairfield, Alabama 


District Offices: Charlotte * Fairfield + Houston * Jacksonville * Memphis * New Orleans * Tulsa 


Quality Steel products for the farm 


USS AMERICAN 
POULTRY NETTING 





Free for 
Your Customers 


If you stock USS Tenneseal Roof- 

ing and A Ss ee 

will furnish you with as many 

copies as you need of the new 

Farmers and Ranchers Handbook 

imprinted with your store name 

i ‘ - and address. Just about every- 

heavily galvanized to resist ' &y, HM body visiting your store will want 

= i _— yard Ta. if a free ie Sys valuable book- 
ike a carpet stretches u : Me | let inl 

Soak or bulge: Suunains stale otal tres. i i mation Soe thaws Semaine. Tee 

Made in one-inch and two-inch ge also a catalog of the 

No. 20 gauge. en : ~ TCI you carry. 
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WALL PANELING 


¥,” Red or White Oak, V-Joint 
6” and 8” widths in the follow- 
ing grades: 


Classical 


Practically clear except for oc- 
casional burl, pin worm hole or 
other slight imperfection that 
will not impair the appearance 
of a fine formal wall. 


Colonial 


May contain all types of sound 
defects, but must be usable in the 
entire width and length of each 
piece and make a finished wall 
of good appearance. 


PLANK FLOORING 
25/32” thick, 4”, 6”, 8” widths. 
4’ and longer lengths in the fol- 
lowing grades: 


Georgian 
Practically clear — approxima- 
ting standard select and better 
grades, 


Informal 


Contains sound character marks 
and slight variable imperfections. 


ATLANTA OAK FLOORING CO. 


GENERAL OFFICES AND PLANT—ATLANTA, GEORGIA 





SAVANNAH, GA. * CHATTANOOGA, TENN. e CHARLOTTE, N. Cc. e RALEIGH, N. Cc. 
JACKSONVILLE, FLA. + MIAMI FLA co TAMPA, FLA. . ORLANDO a 





CONTACT THE AOF 


FOR ONTACT TI DELIVERY, 
BRAN 





NEAREST YOU 








MOVING UP IN INDUSTRY 


(Continued from page 9) 


years of service with Stanley. 
ELMER W. ELLSWORTH, former as- 
sistant sales manager, succeeds 
Fuller. 


ELLSWORTH COCHRANE 


Fry-Holbrook & Co. ... These 
Atlanta, Ga., sales agents for hard- 
ware manufacturers announce the 
association of HUGH H. COCHRANE 
as firm representative in the Caro- 
linas. Cochrane will maintain 
headquarters at Charlotte, N. C. 
He was most recently associated 
with the Allison-Erwin Co., Char- 
lotte wholesale hardware distribu- 
tor. 


Timber Engineering Co... . RALPH 
H. GLOSS was recently elected a 
vice-president, in recognition of 
his many years of service in an 
administrative capacity. He will 
continue to serve as secretary, a 
post he has held for 7 years. A 
graduate of Ohio State University, 
Gloss will head the product sales 
division and retain fiscal adminis- 
trative duties over all company 
activities. 


Pomona Sells Tile Only 
Through Contractors 


The Pomona Tile Manufactur- 
ing Co. of Los Angeles, Calif., will 
not sell its line of ceramic tile 
to building supply dealers. In pub- 
lishing a photo of Pomona tile on 
the cover of the November S-B-S, 
it was not intended to imply that 
this is the case. (The dramatic 
photo was sent to S-B-S as one of 
many releases from Pomona in 
their industry promotion program.) 

A Pomona spokesman wrote 
that “the inference that Pomona 
products are available in retail 
stores is in complete opposition to 
the existing situation. For Pomona 
tile is marketed only through tile 
contractors, on whom Pomona de- 
pends for a continuing market for 
its product.” 

The Pomona spokesman wrote, 


further, that “we were extremely 
interested in the article because 
of the comprehensive picture it 
presented regarding the sale of 
tile through retail channels.” 

Strong was dealer response to 
news that they can now buy ce- 
ramic tile direct from manufac- 
turers — for re-sale and their own 
installation use. For a list of such 
tile manufacturers, write to Edi- 
tor, Southern Building Supplies, 
806 Peachtree Street, N. E., At- 
lanta 8, Ga. 


Washington’s Boeglen 
Heads Clay Products Assn. 


Durwood Boeglen, Cushwa Brick 
& Building Supply Co., Washing- 
ton, D. C., was elected president 
of the National Assn. of Distribu- 
tors & Dealers of Structural Clay 
Products recently. 

Arthur T. Moulding, Thomas 
Moulding Brick Co., Chicago, II1., 
was elected vice-president. John 
H. Donohue III, Corning-Donohue, 
Inc., St. Paul, Minn., was re-elect- 
ed secretary-treasurer. 

A 17-man board of directors was 
elected. Among them are five 
Southern clay products dealers 


Diversified Program, 
Exhibits at NAHB Show 


The most diversified array of 
building product exhibits and man- 
agement sessions ever offered the 
industry awaits some 30,000 build- 
ers, dealers, manufacturers, archi- 
tects, engineers, realtors and other 
allied interests at the 14th annual 
convention and exposition of the 
National Assn. of Home Builders 
in Chicago, Ill., January 19-23. 

Manufacturers will fill all 781 
exhibit spaces in the three con- 
vention centers: Conrad Hilton and 
Sherman hotels and the Chicago 
Coliseum. 

Program plans for the 58 NAHB 
convention also emphasize diver- 
sification. Merchandising, finan- 
cing, cost-cutting building meth- 
ods, design, community facilities, 
taxes, and land use will be cover- 
ed in panel discussions and talks. 

Nationally - known _ speakers 
scheduled to address the five-day 
meeting of home builders are: Bob 
Whitney, former president of the 
National Sales Executives Club; 
Gordon W. McKinley, director of 
economics, Prudential Insurance 
Co.; Edwin B. George, director of 
economics, Dun and Bradstreet. 


DIXIE MILLWORK MOGULS HEAR YANKEE 








METHODS and means of promot- 
ing the use of more architectural 
millwork among Michigan archi- 
tects and contractors were describ- 
ed to members of the Southern 
Woodwork Assn. at their annual 
meeting at the Henry Grady Hotel 
in Atlanta, Ga., November 20-21. 
The speaker was Donald F. Wall 
of Lansing, executive secretary of 
the Michigan Architectural Wood- 
work Assn. 

All active officers were re-elect- 
ed. The four in conference in the 
above picture include H. M. Mc- 
Phillips Jr. of Mobile, Ala.; John 
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Bondurant of Athens, Ga.; R. H. 
Whitten of Knoxville, Tenn., and 
R. E. Yarbrough of Charlotte, 
N. C. Bondurant, SWA president, 
heads the Athens Lumber Co., Inc. 
The others are regional vice-presi- 
dents. Manning McPhillips Jr. is 
with the McPhillips Manufacturing 
Co. Whitten is with the Chavan- 
nes Lumber Co. Yarbrough is a 
senior officer of the Wearn Lum- 
ber Co. 

C. L. Minter of Danville, Va., is 
another vice-president. Spain Wil- 
lingham of Macon, Ga., is treas- 
urer. 





Evans Company Acquires 
Fiddes-Moore & Company 


The Evans Products Co. of Ply- 
mouth, Mich., has acquired the 
business and assets of Fiddes- 
Moore & Co., Inc., of Franklin 
Park, Ill. Evans is one of the na- 
tion’s 10 largest producers of fir 
plywood. Fiddes-Moore operates 
one of the largest independent 
warehouse systems in the build- 
ing-materials field. 

Under Evans ownership, the 
13 Fiddes-Moore warehouses in 
Texas, Virginia, Pennsylvania, 
Ohio, Indiana, Illinois, Michigan, 
Minnesota, North Dakota, and 
California, will distribute the com- 
plete line of Evans plywood, hard- 
board, and other wood products. 

They also will distribute the 
products of the Haskelite Man- 
ufacturing Co. and Chapman 
Manufacturing Co., two _ other 
wholly-owned Evans subsidiaries. 
In addition, the Fiddes-Moore 
warehouses will continue to whole- 
sale its own Plywall, doors, and 
Formica and Armstrong building 
products. 

President Jack Moore and Board 
Chairman Emory Moore will con- 
tinue to manage the new Evans 
subsidiary, E. S. Evans Jr., presi- 
dent of the Evans Products Co., 
announced. He said annual sales 
of Fiddes-Moore and the Evans 
Products Co. currently are at an 
annual rate of $68,000,000. 


Celotex Marrero Plant 
Receives Safety Award 


Injury-free man-hours totaling 
2,015,533 between September 10, 
1956, and February 15, 1957, was 
the “belli-ringing” safety record 
chalked up by the Celotex Corp.’s 
insulating fiberboard plant at Mar- 
rero, La. This feat was recently 
recognized officially by the Na- 
tional Safety Council in an honor 
award presentation in Chicago. 

The award was made to Choate 
W. Johns, Celotex treasurer, by 
Roy G. Benson, the council’s in- 
dustrial section secretary. 


Simpson Logging Makes 
$100,000 Conversion 


A $100,000 conversion of facili- 
ties to production of overlaid ply- 
wood at the Simpson Logging Co., 
Shelton, Wash., Olympic plant is 
now underway. 
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The plant will convert a portion 
of its plywood production to over- 
lays of both medium and high 
density. Vice-President C. H. 
Bacon Jr. said the change-over 
follows a market study which 
revealed a growing demand for 
overlaid plywood for modern com- 
mercial construction, homebuild- 
ing, boat construction, highway 
signs, and for diversified consum- 
er use, such as closet linings and 
shelves. 

Meanwhile, the Simpson Red- 
wood Co. has transferred its sales 
headquarters from San Francisco 
to its general headquarters at 
Arcata, Calif. 

The company maintains region- 
al sales offices in Atlanta, Dallas, 
and Kansas City, as well as in 
other major cities throughout the 
country. 


Armstrong Cork Assigns 
Six to Southern Areas 


Six among 14 graduates of the 
Armstrong Cork Co.’s fall sales 
training class have been assigned 
to Armstrong building products 
division district offices in the 
South. 

They include M. H. Wilson Jr., 
assigned to the Atlanta office; J. S. 
Bigler and J. E. Walton, to Dallas; 
W. P. McElwain, to Kansas City, 
Mo.; and J. N. McElravey and 
M. C. Waters, to St. Louis. 

T. E. Edmundson has been nam- 
ed resident salesman in Pensacola, 
Fla. He will direct sales in the 
Pensacola-Mobile portion of the 
Atlanta district, as well as in 
southern Alabama. 


J. S. Thorn Co. Merges 
with Fenestra Inc. 


The merger of the J. S. Thorn 
Co., Philadelphia manufacturer of 
aluminum building products, with 
Fenestra Incorporated was unan- 
imously approved by the boards 
of directors and shareholders of 
both companies. 

The Thorn company and staff 
will operate as the Aluminum Di- 
vision of Fenestra. Albert L. Doer- 
ing, formerly president of Thorn, 
becomes a vice-president of Fenes- 
tra Incorporated. 

The new Aluminum Division 
expands Fenestra’s line “@f» win- 
dows and doors, building panels, 
roof decks, and curtain wall by 
providing complete facilities for 


manufacturing such products of 
aluminum. For the past seven years 
Thorn has also had almost con- 
tinuous contracts for defense ma- 
terials with the U. S. government. 

Since 1953 the 80-year-old J. S. 
Thorn Co. has operated in modern 
facilities constructed on an 18- 
acre site at 8501 Hegerman Street 
in northeast Philadelphia, Pa. 


Shakertown to Replace 
Perma Products Name 


Effective January 1, the Shaker- 
town Corp. was born. The corpora- 
tion name of the Perma Products 
Co. was changed to benefit from 
the excellent reputation of the 
company’s products, all of which 
are sold under the trade-mark 
name of “Shakertown.” 

According to President, Frank S. 
Barker, changing the name to the 
Shakertown Corp. is a pledge to 
maintain and develop the quality 
and dependability for which 
“Shakertown” has always been 
noted. The corporation manufac- 
tures Shakertown Glumac units, 
sidewall shakes, stain, Shaker- 
town “Jiffy Corners,” and other 
building products. 

The Perma Products Co., found- 
ed in 1920, has become the nation’s 
largest manufacturer of stained 
cedar shakes. The Shakertown 
Corporation will continue plant 
operations in Winlock, Wash., and 
general sales offices at 20310 Kins- 
man Road in Cleveland, Ohio. 


WINS $1,000 BOOTH 


Harrell C. Murray, right, is congrat- 
ulated by Rudy Kopore on winning 
Kennatrack’s $1,000 House of Ideas 
booth at the recent NRLDA conven- 
tion in Philadelphia. Murray, head of 
the Savannah (Ga.) Lumber and Sup- 
ply Co., won the 400-square-foot slid- 
ing door hardware display at the con- 
vention. 
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START THE NEW lrsejers 


YEAR OFF RIGHT.... SYMBOLS 
WITH GARDNERS / of 
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SERVICE 


in 
f REDWOOD 


The finest quality deserves 
the finest service. 

NOYO, product of 

Union Lumber Company, 
stands for the finest in 
Redwood. It also stands 
for alert, careful, accurate 
service in handling 

your order. 


e Certified K.D. 
e VG & FG Stock 
e All Patterns 

e Mouldings 





Make your next 

Redwood order NOYO— 
see for yourself how 
Union Lumber Company's 
unmatched facilities keep 
true “once a 

Noyo Dealer—always.” 


* WATERPROOFING COMPOUNDS | nant 
* ROOF CEMENT 
* ROOF COATING 


GARDNER esa 


ASPHALT PRODUCTS CO. ress bAmees sD 


POST OFFICE BOX 5776 TAMPA, FLORIDA MANUFACTURERS 
FORT BRAGG 


IMMEDIATE CALIFORNIA 
ye ORLINERY ila lo San res nag 
Los Angeles 
SOUTHEAST Park Ridge, Ill. 


SALES REPRESENTATIVES New York 
THROUGHOUT THE NATION 























Member California Redwood Association 
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Your unbeatable | 
combination... f{ 


to lick window service 
calls forever! 


LOPE 


MAGEE AVENUE 
SrAMFO-RD, CONNECT 
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Get a GRIP 
on your 
BALANCE 
PROBLEMS 
with the 
exclusive 


ACCELERATE SALES IN 758 
with the unmatched dependability UNIQUE 
of UNIQUE accelerated spiral balances 
proven by over 180,000,000 

now in world-wide use. 


accelerated y | 
spiral! 


UNIQUE 
Sash Balance for Wood and Metal Windows 


UNI f/ex 


Unique Balanced Full-jamb Weatherstrip Unit 
. 


Gite 


Unique Balanced TAKE-OUT window hardware 


Call your LUMBER & MILLWORK Supply Dealer 
for these Guaranteed-for-Life 
Balanced Window Hardware Products 


For complete specifications see the new '58 SWEET’S CATALOG 


UNIQUE BALANCE COMPANY 


Better Homes 
for a Better America! 
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Plumbing, Heating, 
Cooling Forces Unite 


William A. Landers of Okla- 
homa City, treasurer of the Na- 
tional Assn. of Plumbing Contrac- 
tors, has been elected president of 
the newly-formed Plumbing-Heat- 
ing-Cooling Information Bureau. 
This is a fusion of the 38-year-old 
Plumbing and Heating Industries 
Bureau) and the _ All-Industry 
Plumbing and Heating Moderni- 
zation Committee. 

Other PHCIB officers include 
William A. Fitzpatrick, Dayton, 
Ohio, vice-president; Norman J. 
Radder, Chicago, secretary; and 
V. J. Killian, Winnetka, IIl., treas- 
urer. 

Southern representatives elected 
to the bureau’s 30-member board 
of directors include John M. 
Rhoades, Sarasota, Fla.; G. H. 
Roney, Louisville, Ky.; John E. 
Sommers, Newport News, Va.; Roy 
L. Stewart, Birmingham, Ala.; and 
Charles W. Thompson, St. Louis, 
Mo. 

The unified Plumbing-Heating- 
Cooling Information Bureau has 
specified seven objectives toward 
which it will work. They are: (1) 
year-round program of promotions 
for use at the local level; (2) train- 
ing program for improved market- 
ing and merchandising of plumb- 
ing-heating-cooling products; (3) 
consumer information and educa- 
tion center for greater understand- 
ing of the products and services of 
the industry; (4) an effective sys- 
tem of intra-industry communica- 
tion; (5) central source of market- 
ing information; (6) development 
of new and existing markets; and 
(7) coordination of industry pro- 
grams with those of such national 
organizations as HIC and ACTION. 

With $93,000 already pledged 
towards an initial operating bud- 
get of $244,000 by 10 companies 
and four associations in the in- 
dustry, the new bureau is said to 
be off to a good start on financing. 

At the board session following 
the organization meeting of the 
new bureau, six specific projects 
were assigned for immediate un- 
dertaking: 

1. Preparation of a letter poll- 
ing all board members on areas 
of activity to be explored by the 
bureau. 

2. Preparation of a pamphlet 
stating objectives and nature of 
the new industry-wide promo- 
tional bureau, to be used in con- 
nection with financial solicitation 
of industry companies and asso- 


ALABAMAN HEADS U. S. LUMBER PRODUCERS 


The incoming officers of the National Lumber Manufacturers Assn. are seen 
following their November election at the annual meeting in Washington, D. C. 
Left to right are Board Chairman Walter M. Leuthold, of Deer Park, Wash.; 
President N. Floyd MeGowin of Chapman, Ala.; and First Vice-President Robert 


M. Ingram of Aberdeen, Wash. 


McGowin is president of the W. 


T. Smith Lumber Co., and an alumnus 


of the University of Alabama and of Oxford. He succeeds Leuthold, board 
chairman of Kootenay Forest Products, Ltd., Nelson, British Columbia. New 
NLMA Vice-President Ingram heads the West Coast Lumbermen’s Assn. and 
the E. C. Miller Cedar Lumber Co. at Aberdeen, Wash. 


ciations on the _ previously-an- 
nounced dollar-per-employee ba- 
sis. 

3. Holding a meeting of the 
council on advertising and sales 
promotion to further plan for the 
Plumbing-Heating-Cooling Month 
promotion in May, 1958. 

4. Setting up a market research 
council to compile data on pre- 
viously-conducted motivation re- 
search studies by various groups 
within the industry and deter- 
mine whether additional studies of 
this type by the new bureau are 
indicated at this time. 

5. Planning a public relations 
and publicity campaign to empha- 
size the availability of time-pay- 
ment financing for purchase of 
new _— plumbing - heating - cooling 
equipment. 

6. Establishing a speaker’s bu- 
reau for telling the bureau story 
at national, state, and local asso- 
ciation meetings of manufactur- 
ers, wholesalers, contractors, and 
journeymen. 


New Wood Conversion Men 


Two former sales trainees have 
been promoted to senior salesmen 
for the Wood Conversion Co.’s 
Southern building products dis- 
trict. 
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Robert Bailey has been assign- 
ed to the newly-created Virginia 
territory. R. J. Gallagher has been 
transferred to a new territory in 
Knoxville, Tenn. 

D. H. Turner, from Wood Con- 
version’s Kansas City district, has 
been transferred to the new south- 
ern Missouri territory as senior 
salesman. 


Chain Saw Manufacturer 
Celebrates 10th Year 


Omark Industries, Inc., of Port- 
land, Ore., recently celebrated its 
tenth anniversary of operations. It 
is said to be the nation’s No. 1 
manufacturer of saw chains and 
accessories, as well as the world’s 
second largest producer of powder- 
actuated fastening tools. 

Headed by John D. Gray, presi- 
dent, Omark now also has manu- 
facturing and distribution plants 
in Canada, Sweden, and Japan. 

Powder Power Tool Corp., 
Omark’s predecessor, was organ- 
ized in 1947. It was purchased by 
the Oregon Saw Chain Corp. in 
1955, with the two companies as- 
suming the Omark name at that 
time. Its tools are used in the con- 
struction industry to fasten wood, 
metal, and composition to concrete 
and steel. 





SUPPLY and DEMAND 





FHA Liberalizes Income 
Rule, Rescues VA‘s 


Norman P. Mason, commis- 
sioner of the Federal Housing 
Administration, has heeded the 
recommendations of an industry 
advisory committee and _ liberal- 
ized FHA’s income requirements 
for government - insured home 
mortgages. The “more realistic” 
credit philosophy particularly has 
eased rules for houses in the 
over-$12,000 range. 

“No rigid guide or rule of thumb 
should be used, but more families 
can support payments for housing 
expense up to one-third of their 
first $3,000 of after - tax - income 
plus one-fifth of such income above 
$3,000,” Mason advised the FHA 
field directors. This means that a 
family with after-tax income of 
$5,300 could support a $12,000 
mortgage. 

Mason’s statement also suggest- 
ed a more realistic credit analysis 
when appliances and _ air-condi- 
tioning are included in houses 
costing more than $12,000. It fur- 
ther called for recognition of cer- 
tain maintenance - cutting items 
of construction, improved wiring, 
heating and mechanical equip- 
ment. 

Heartening to purveyors of cool- 
ing equipment, Mason has assert- 
ed that “within a few years, any 
house that is not air-conditioned 
will probably be obsolescent so 
FHA should start encouraging the 
inclusion of air-conditioning.” 

Now FHA accepts Veterans Ad- 
ministration CVR’s as evidence of 
“approval prior to the beginning 
of construction.” Properties meet- 
ing FHA requirements will be 
eligible for maximum FHA loans 
— an increase of $700 ($10,000 in- 
stead of 90%). 


Sales Trail ‘56 Level; 
More Prices Increased 


Retail sales by lumber and 
building material dealers in Oc- 
tober equalled the volume sold 
in October ’56. Sales for the 10 
months to date, however, were off 
6% compared to 1956, U. S. De- 
partment of Commerce reports 
revealed. At the same time, retail 
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sales in general nationally were 
5% greater for the month — and 
up 6% for the year to date. 

Sales by lumber and construc- 
tion material wholesalers were 
down 12% in October from a year 
before. For 10 months, wholesale 
material sales were off 11%. Sales 
by all merchant wholesalers na- 
tionally were down 4% for Octo- 
ber, but 1% more for the 10- 
month period. 

According to the NRLDA sur- 
vey of lumber retailers, October 
retail sales were 3.7% less than 
for a year before. Two regions 
showed October sales ahead of 
October 56 — West South Cen- 
tral (8.1%) and Pacific (11.7%). 
At October’s end, retail lumber 
stocks were 2.7% under a year 
before, and 11.7% below the De- 
cember 31, 1950, mark. 

Most cement companies an- 
nounced price increases of 15 cents 
a barrel, effective January 1, to 
offset increased costs resulting 
from the union strike and con- 
tract hikes last summer. 

Some manufacturers of resilient 
flooring and wall-cover materials 
recently increased their prices as 
much as 5%. The action was at- 
tributed to increased costs in raw 
materials, labor, and inbound 
freight. 


Another Million-Plus 
Housing Year Foreseen 


A total of about 1,100,000 new 
non-farm dwelling units will be 
started in the U. S. in 1958, it 
is predicted by the U. S. Depart- 
ment of Commerce and Labor in 
their joint forecast of construc- 
tion. About 50,000 units will be 
publicly financed — the same as 
in ’57, when a little less than 
1,000,000 units were started by 
private and public funds. 

Outlays for new construction 
are expected by the Federal 
agencies to total $49.6 billion in 
1958 — 5% above the anticipated 
record expenditure of $47.2 billion 
in 1957. This rate of dollar outlay 
would mark 1958 as the second 
highest year in the physical vol- 
ume of work put in place, exceed- 
ed only by 1955. 

According to the F. W. Dodge 


reports, contracts for future con- 
struction nationally in November 
were about the same as in No- 
vember 56 — $2,371 million. Con- 
tracts for new residential building 
were up 3% for the month. Total 
contracts for 11 months were 2% 
ahead of that part of 56 — and 
1% greater for residential jobs. 

Commenting on the outlook for 
1958, John M. Coates, president 
of the Masonite Corporation, said: 
“It is hoped that dealers will get 
behind the Home Improvement 
Council’s efforts to arouse the pub- 
lic to the need for remodeling, 
modernization, and additions. This 
movement is doing wonders to 
stem the creeping paralysis of 
neighborhood deterioration, and 
the dealers’ efforts in this regard 
will be rewarded in more ways 
than one.” 

H. R. Northup, executive vice- 
president of the National Retail 
Lumber Dealers Assn., asserts that 
“the home improvement business 
promises to be one of the brighter 
spots in the U. S. economy during 
1958. There is every indication that 
the volume of modernization and 
repair work will continue its up- 
ward trend as a result of vigorous 
industry-wide promotional efforts 
and the program of the Home Im- 
provement Council. During the last 
10 years it has grown to an annual 
volume of $8 billion.” 


Railroads Cut Certain 
Lumber Rates 20% 


The Southern Freight Assn.’s 
executive committee has authoriz- 
ed a 20% reduction in normal 
intrastate and interstate rates on 
lumber between points in the 
South and from Southern points 
of origin to destination north of 
the Ohio and Potomac rivers. But 
establishment of the reduced rate 
was contingent upon certain as- 
surances from lumber shippers. 

The rate reduction is subject 
to a carload minimum of 60,000 
pounds when in box cars having 
an inside length of 40 feet, six 
inches or less, or on flat cars not 
exceeding 41 feet, six inches. The 
said rates are to alternate with 
present rates at the 34,000-pound 
minimum weights. 
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Lyle Talbot stars in Truscon’s brilliant color film, “The Hole 
In the Wall,” produced expressly for the O.M.I. progam. 


O.M.I. means “Dough-Re-Mi” 
to TRUSCON Dealers 


“O.M.I1.,” Order Makers Institute, is a dynamic 
Truscon program designed to equip dealers with 
facts and tools to help build greater sales all dur- 
ing competitive 1958. It helps salesmen become 
“order makers” instead of “order takers.” 

In the program, Lyle Talbot, motion picture 
star turned narrator, gets down to details about 
products, merchandising and sales. But, O.M.I. 
is only a small part of the Truscon story. 


First, Truscon has the products: Aluminum Jalou- 


TRUSCON STEEL DIVISION 


REPUBLIC STEEL 


Youngstown 1, Ohio 


A NAME YOU CAN BUILD ON 


sies, Awning windows, other building products. 


Second, Truscon has the facilities: 23 warehouses 
conveniently located to assure same-day ship- 
ments out of warehouse stocks. 


Third, Truscon has the program: O.M.L., largest 
sales training program of its kind ever presented 
to building products dealers, plus liberal coop- 
erative advertising, national advertising, direct 
mail programs, other sales aids. Learn more 
about Truscon by sending this coupon today! 





r------- 


TRUSCON STEEL DIVISION 

REPUBLIC STEEL CORPORATION 

DEPT. C-4930-A 

1052 ALBERT STREET » YOUNGSTOWN 1, OHIO 


Yes, I want to learn more about Truscon: 
OJalousies OAwning Windows 


Name Title. 


O Truscon O.M.I. 





Firm 





Address 





Zone State 





For more details on above items, use Coupon on Page 50 
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RANDOM LENGTHS 


Comment on Industry News and Trends 





THE BUSINESS ETHICS of cash & carry dealers 
who assume that they are selling ‘wholesale’ to 
consumers of building materials and other build- 
ing products are candidly criticized in a letter we 
have received from an outstanding North Caro- 
lina building material retailer. He is respected for 
his business methods and progress by his local 
competitors and other merchants, and is active 
in state and national trade organizations. Asked 
to comment on the lead article in this S-B-S, en- 
titled “3 New Methods of Retailing Building Ma- 
terials,” this dealer wrote as follows, in part: 

“We do not believe that such (cash & carry) 
companies should be permitted to advertise that 
they are wholesale operations or wholesale to all. 
It is misleading and should be controlled either 
by the Federal Trade Commission or the Better 
Business Bureau or some such agency. These 
stores are nothing more or less than cut-rate out- 
lets — and should be required to describe them- 
selves as such. 

“By representing that he will purchase from 
the manufacturer in quantities usually purchased 
by a jobber, the operator of the so-called whole- 
sale or cash & carry house has persuaded the 
manufacturer to give him a jobber’s price. To this 
jobber’s cost he has added less than normal mark- 
up and advertised direct to the consumer. 

“If continued, this type of set-up will eliminate 
the jobber — and all manufacturers will eventu- 
ally be selling direct to some type of dealer-cus- 
tomer with the resulting increase in their cost 
to sell. Under such a set-up, the national adver- 
tising of a manufacturer is of less and less im- 
portance, because the only thing that counts in 
selling the wholesale boy is price. The brand-name 
is kicked around in the advertising, but the low- 
dollar is eventually the only thing that determines 
what merchandise is sold. 

“It is our belief that this type of merchandis- 
ing is bad for all parties concerned — and par- 
ticularly for the manufacturer. It should be the 
responsibility of the manufacturer to cooperate 
with the various trade organizations in a serious 
effort to put the merchandising of building ma- 
terals again on a good sound basis. On a basis 
which would play up good products, honestly man- 
ufactured, and merchandised by reputable dealers 
to give the kind of service that the contractor and 
consumer must have in order to obtain lasting 
satisfaction from these products. 

“In other words, we don’t think that the whole- 
sale boys, over a period of time, are going to sell 
the majority of the building materials.” 

v v 4 

SUPPLIER AND CUSTOMERS ALIKE get 

much more joy out of their Christmas ‘remem- 


brance’ by the unusual way it is given and used. 
The supplier is the Zuber Lumber Company of 
Atlanta, “the South’s oldest wholesaler and job- 
ber of building materials.” It is owned and per- 
sonally managed by J. W. (Bill) Zuber and I. Bruce 
Byrd. 

Last December 16, Partner Byrd mailed the 
following “Christmas gift” to Zuber Lumber cus- 
tomers throughout Georgia, parts of Florida and 
Alabama, and elsewhere: 

“Following our usual custom of not sending 
out trinkets to our customers at Christmas, but 
taking the money that would thus be expended 
and donating it to two worthy causes, we are 
again asking you to indicate on the bottom of 
this letter your choice of some worthy cause that 
this money should go to. 

“As usual, the two that are suggested the most 
will receive this donation. 

“It is your Christmas present, so please tell 
us what to do with it.” 

As a result of the response of many customers 
to this request, the Zuber Lumber Company sent 
checks for substantial sums to the Salvation Army 
and the Boys Clubs of Georgia. Thus, the “Christ- 
mas gift” fund was directed to two causes in 
which the “sharers” were most interested. 


FOR A HAPPIER NEW YEAR, we invite your 
consideration of this “Recipe for a Happier New 
Year,”’ which was enclosed with a bulletin of the 
Southwestern Lumbermen’s Assn. It may be the 
work of Executive Vice-President Ken Milliken. 
If not, we’ll give the credit for its composition to 
Mr. Anonymous. But the ideas are sterling — 
even in a ‘cash & carry’ market: 

“Take Yourself. 

“Peel off all layers of egotism and self-pity. 

“Cut out all seeds of unkind thoughts and un- 
happy emotions. 

“Remove all prejudices and worries. 

“To this, add: 

“One firm belief that Life’s worth living, mixed 
well 

“With one practical ideal that you are Some- 
body. 

“Season with a sense of humor and optimism. 

“Sweeten with love. 

“Then add one strong determination to live at 
your 

“Highest every hour of the day, come what 
may, 

“Let effervesce for three hundred and sixty- 
five days. 

“Garnish with smiles and pleasant words. 

“Serve with gentleness and courage. 

“Note the effect!” 
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MONARCH 
METALANE 


WEATHERSTRIP 


MetaLane Weatherstrip guarantees unmatched resistance 
to corrosion, pitting, stain, wear, friction, and binding 
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MetaLane® is more than anodized alumi- 
num. Monarch supplements the anodiz- 
ing process with several other exclusive 
finishing steps to insure MetaLane’s glass- 
hard surface will never lose its distinctive 
lustrous silvery finish nor its permanent 
sealed-in lubricant. 

The result is a weatherstrip material that 
has no equal for efficiency, durability and 
beauty. MetaLane’s superior weather-tight 
protection lasts as long as the doors and 


windows on which it is installed. It gives 
maximum resistance to corrosion — will 
never stain painted millwork or masonry 
—shows no wear after years of use. And 
its virtually friction-free surface will always 
let windows operate freely. 

Be sure MetaLane is on the window and 
door units you sell. The cost is the same 
but the values cannot be compared with 
ordinary weatherstrip. 


MONARCH METAL WEATHERSTRIP CORP. © 6343 ETZEL AVE. ¢ ST. LOUIS 14, MISSOURI 


For more details on above items, use Coupon on Page 50 21 
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JANUARY, 1958 


sournens: 5 NEW METHODS 


BUILDING 


SUPPLIES OF RETAILING 
Exclusive pictorial e e . 
and word report by alding 


editor of S-B-S 


How Building Materials Are Sold 
Cash & Carry 3 Ways in Carolinas 


@ NOW, BUILDING MATERIALS are being sold to 
the ultimate user (consumer) in five distinct 
ways. At least they are in the Carolinas, where 
there were only two established ways of retail- 
ing building supplies five years ago. 

But this caps our distribution report. Here’s 
how it began. 

We drove into a service station in Toccoa, 
Georgia, for gas and water. Having passed a 
building supply and lumber yard a few blocks 
before, we were interested in it. So we asked a 
“local yokel” if he bought building supplies 


The three “new” ways of 
retailing building materials 
are exemplified by the 
firms shown in these three 
photos. Above: Cash & 
Carry department of the 
Cape Fear Supply Com- 
pany in Fayetteville, N. C. 
At right: End of ware- 
house of Varina ‘Whole- 
sale’ Builders Supply in 
Rockingham, N. C. Below, 
new store-warehouse of 
Lowe’s Hardware in North 
Wilkesboro, N. C. Sign 
over entrance reads: “Fa- 
mous Quality Products... 
Famous Lowe-Low Prices.” 
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there — or at two other local 
yards. 

“Oh, no,” he said. “They don’t 
sell much material. They just use 
the materials on their own build- 
ing jobs. Yes, Strongwell Supply 
is a contractor and has a good 
stock of materials, but their prices 
are pretty high. I don’t buy from 
Sterlington because they don’t 
have much stock nor good prices.” 

“Well, where do you buy your 
materials?” “I drive over to An- 
derson, South Carolina, and get 
them from Ross,” he replied. 

“Can you save anything driving 
50 miles and back like that?’ The 
man said that he and many friends 


(See CASH & CARRY page 33) 


Lowe’s Hardware ran the ad at 
right in the December 30, 1956, 
editions of the Durham Morn- 
ing Herald. Three columns wide 
and 13 inches deep, it proclaim- 
ed Lowe’s as the world’s largest 
dealer of Hotpoint appliances, 
Aleoa aluminum (sheeting), and 
water pumps 
and lawn mowers. Last month 
the makers of Sunbeam appli- 
obtained an_ injunction 
against Lowe’s for selling for 
less than “fair trade” 


Fairbanks - Morse 


ances 


prices. 
Lowe sells for up to 50 per cent 
less than list prices on all lines. 








Wig bland 


LUMBER COMPANY 
tp rasirsmee very 


HOME IMPROVEMENT HEADQUARTERS °* ‘umber 
IN FAYETTEVILLE... 


@ ABC Financing 


ne down payment 
* Job Delivery 
© Friendly Service 


Building Supples 
« Millwork 


* Counseling 
Service 








Open Daily 8 to § — easly - sind 








Although the Highland 
Lumber Company in Fay- 
etteville, N. C., has its own 
Cash & Carry department 
to meet the prices of sev- 
eral all-out cash & carry 
dealers and ‘wholesalers,’ 
it pushes its valuable serv- 
ices in agency - prepared 
ads like that above. It was 
six columns by 8% inches 
and appeared in the Sep- 
tember 1 Fayetteville Ob- 
server. 

The Carolina Building 
Supply Company in Rocky 
Mount, N. C., last June 2 
announced its own new 
Cash & Carry department 
in the half-page ad in the 
Rocky Mount Telegram re- 
produced at right. No “‘*C”’ 
or “D” type retailer has 
invaded the market vet. 





EFFECTIVE M 





[3 the » 4] 
WORLD'S’ \ 
< LARGEST” 
3 ~ DEALER: | 
. LA 


APPLIANCES 


ALCOA 


ALUMINUM 


Fairbanks-Morse 


WATER PUMPS—LAWN MOWERS 


Large volume buying of the World’s Finest Merchandise means that LOWE'S 
can sell for less — And in our 36 yeors our buying power has tremendously 
increosed — SO, in 1957 our prices will be lower than ever in our history—~ 
Make your resolution NOW to shop LOWE'S for your building-home-ond- 
form needs—Visit our store and prove to yourself that you'll save every day 
at LOWE'S in 1957, 








117 Milton 
Avenue 
Phone 


2-2161 











‘We Will Be Open Monday, Dec. Bi—Closed Tuesday, Jan. 1 











ONDAY. JUNE 3rd— 


CAROLINA BUILDING SUPPLY co. 


MAKES AVAILABLE TO ALL CUSTOMERS 


A NEW 
‘Car ‘And Carry Department- 


For Building Materials 


We hare many Customers who wish to use the cash and Carry plan there- 
by time and money in their transaction ...Theretore for the bene- 
een ae ey ee ee ae ee ee ee 


CARRY DEPARTMENT. 


520 S. GRACE ST. 


CAROLINA BUILDING SUPPLY CO. 


DIAL 6-4141 
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First single-warehouse firm to open and sell under the “D” retailing 

method in the Carolinas with the ‘wholesale to all’ gimmick was the 

Fayetteville Wholesale Building Supply. Its new warehouse on the edge 

of the city is seen above — and a typical ad from the Fayetteville 

Observer is reproduced at right. Brand names appear rarely in ads but 
often in mimeographed price lists. 


Material displays in Lowe’s Hardware warehouse-stores are neat and 

bear brand names and helpful information. Above, at the homebase 

North Wilkesboro store, Manager Pardue demonstrates a Triangle 

foundation vent. Signs all over store, like that at upper left, pro- 

claimed: “LOWE’S WORLD’S LARGEST 365 days a year in 1957 
SALE.” 


When Ross’ Builder’s Supermarket opened up in Columbia, S. C., 
with its class “C” “thrifty cash & carry way,” the Columbia Lumber 
Company was quick to revamp its class “B” system into a modern 
class “E” one. Warehouses were remodeled and stocks enlarged to 
fulfill the promises of this dealer’s ads and store signs, above. 
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ae From Groceries 
to Modern Buildin 
Supply Wholesalers 


By DAVE WHITESIDE (in interview 
with Don Moore, S-B-S editor) 





- AAS Ss ee eee eee 








@ IT TOOK a lot of planning, financing, 
and doing for my brothers and I to put 
aside a 50-year wholesale grocery busi- 
ness, but every day we are happier that 
we did .. . and pooled our resources for 
a future as north Mississippi’s first exclu- 
sive wholesalers of building supplies and 
related hard goods. 

Although we “grew up” in the whole- 
sale grocery business here in Tupelo, which 
my father bought into and finally bought 
out as the Lee Wholesale Company, it was 
somewhat inevitable that Jim and Joe and 
I would prefer the building-supply field. 


Triangle Distributors’ new wholesale building supply ware- 
house in Tupelo, Miss., is most mechanized for materials 
handling in South. Above, Marion Payne and Joe Whiteside 
discuss use of five-ton overhead electric crane. 

At right, Joe Whiteside, who supervises warehouse and 
deliveries for firm, watches Payne remove pallet of Flintkote 
asbestos siding from versatile steel-tube racks. The Yale fork- 
lift truck is stand-up type designed for use in narrow aisles. 

Below, Merial Russell finds it easy to store and order-pick 
special pallets of insulation with 5,000-Ilb. Towmotor fork 
truck. Pallets have removable frames for stacking. 
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After the war our firm — like 
most other grocery wholesalers — 
found a growing demand for build- 
ing materials and related products. 
And, since Jim had a mechanical 
engineering degree from Missis- 
sippi State College and I had one 
from Georgia Tech, building ma- 
terials and construction were more 
interesting. Joe’s business admin- 
istration degree from Mississippi 
State fitted him for warehouse 
and fleet operations. 

Consequently, we made up our 
minds during the summer of. 1956 
to eliminate groceries and all re- 
lated products completely and 
devote our company’s resources 
and facilities to the distribution 
of building materials, plumbing 
supplies, and related hardware 
items. On September 17, 1956, we 
announced to the public and to 
customers of the Lee Wholesale 
Company that our firm name 
would be changed to Triangle 
Distributors, Inc., and that the 
company henceforth would func- 
tion as an exclusive wholesaler 
of hard goods. 

In making final plans and lay- 
outs for our new 45,000-square- 
foot building, we Whiteside broth- 
ers traveled several thousand miles 
to see and study the most modern 
organizations in the field. We trav- 
eled north to South Dakota, west 
to Texas, and east to Florida. 

We formed the Whiteside Real- 
ty Company as a partnership to 
own the new property, to design 
and set up specifications for the 
new building, and to supervise 
construction and letting of nec- 
essary contracts. Our main build- 
ing contains 40,000 square feet 
of warehouse space and 5,000 feet 
(See ENGINEERED WAREHOUSE page 74) 


Alabama, Mississippi, 
and Tennessee lum- 
ber dealers in the 
Tupelo area are de- 
lighted with the con- 
venience of both the 
warehouse and dis- 
play room of Trian- 
gle Distributors, Inc. 
At right, G. W. Wile- 
mon of the Wilemon 
Lumber Company, 
Tupelo, inspects the 
handy folding dis- 
play of Townsend 
wood paneling. Ex- 
plaining its wide 
choice of lumber 
species is Townsend’s 
Tom Curtner. In 
background are Amp- 
co kitchen cabinets, 
Crane bath fixtures, 
and Flintkote prod- 
ucts on display. Sales 
rooms and offices 
are enhanced by dif- 
ferent Townsend 
paneling species. 





Triangle Distributors, Inc., received the first car of gypsum board in Mississippi 

from the Flintkote Company’s new plant at Sweetwater, Tex., in time for their 

“open house” for dealers. Below, the Whiteside brothers “admire” this new 

Flintkote product. From left, the brothers are Dave Whiteside, Joe Whiteside, 
and Jim Whiteside. 
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Another popular display at this new 
Mississippi wholesale warehouse is that 
of Rapidayton water systems. At left, 
Vernon Chasteen, Tait Manufacturing 
Company salesman, helps TD sales- 
man Gaston Griffin, left, write up an 
order for Mr. and Mrs. Robert Jack- 
son of Oxford’s Jackson Building Serv- 
ice. Balanced stock of builders hard- 
ware is securely stored in room behind 
this display wall. 
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THIS IS THE FLOOR PLAN of the 
new warehouse and office building of 
Triangle Distributors, Inc., South 
Green and Triangle Streets, in Tupelo, 
Miss. Engineer - trained Whiteside 
brothers carefully designed it after 
visiting and studying some of the most 
modern building supply warehouses 
in nation. 
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Numbers refer to bulk and block 
storage areas for specific products. 
They are kept on racks, shelves, and 
special stack pallets which can be 
speedily and economically handled by 
fork-lifts or crane. Aisle clearances 
are specified. 

Double-deck office and sales area is 
at lower right. 


Covered walkway from right leads 
to separate millwork shop. 

Three freight cars can be unloaded 
inside at rear of building. 

Five shipping trucks may be served 
from front shipping doors. 

Truck pit at front, left, permits 
crane or side unloading of all types 
of trucks. 
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WHICH KIND OF . 
ONVENTIONEER 
ARE YOU? 



































By GERRY F. HOPPE, Advertising and Sales 
Promotion Manager, Insulite Division, Minnesota 
and Ontario Paper Co., and exhibit specialist 


@ CONVENTION EXHIBIT VISITORS are 
interesting, yet funny. In the more 
than 20 years that I have been 
attending and participating in con- 
ventions of building supply deal- 
ers throughout this country, it has 
been most interesting to observe 
the various types of people at- 
tending these conventions and 
visiting the exhibit. 

Actually, there are these four 
kinds of people who go to con- 
ventions: 

1. The individual who visits the 
convention as an excuse to get 
away from home. 

2. The individual who goes to 
the convention to learn something. 

3. The individual who goes to 
the convention because he wants 
to make a speech. 

4. The manufacturer’s or job- 
ber’s representative who goes to 
the convention because he has to. 

To be more specific, however, 


there are a number of extremely 
interesting personalities, who show 
up at  building-supply conven- 
tions each year. Here’s how we 
classify them for business (and, 
sometimes, amusement) purposes: 

The Sprinter — This fellow 
comes in the convention hall with 
coattails flying. He tears past 
every booth in the place, indicat- 
ing that he is in a tremendous 
hurry. He has no time to stop or 
become interested in a lot of con- 
versation. Whoops! He passes a 
booth in which there is a girl 
with a short skirt, and slows down 
a bit. But he’s off again and out 
of the hall before you have a 
chance to buttonhole him. 

The Handshaker — This fellow 
has been making the conventions 
for years. He stops at your booth, 
sticks out his paw, shoves a cigar 
in his mouth and engages you in 
a smoky conversation. He’s not 


SOUTHERN BUILDING SUPPLIES for JANUARY, 1958 





interested in products or the dis- 
play. He just wants you to know 
he is back again. 

The Note Keeper — This boy 
eomes to your booth with a note 
pad and pencil in his hand. He 
stands in front of your booth and 
makes a lot of notes which he 
himself can not read. Yet, he im- 
presses you that here is a guy 
that really is out to learn some- 
thing. 

The Literature Gatherer — This 
fellow comes rushing into your 
booth and picks up every piece 
of literature — as well as samples 
— that he can lay his hands on. 
He has a big shopping bag and he 
will load that thing to the brim. 
Then, he’ll take it to the end of 
the hall, dump it — and start all 
over again. If you stop him, he 
will be highly indignant. What’s 
literature in a booth for, anyway? 
(You’ll only end up with 19,000 
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of the 20,000 copies you started 
with.) 

The Eater — This is the boy 
that comes by your booth with 
a handful of peanuts, takes off the 
shells and nonchalantly drops 
them on your nice clean rug. Or, 
he may be the guy that has a 
whole pocket full of candy kisses. 
He’ll never offer you one, but he 
thinks your booth is a dumping 
ground. He doesn’t want to buy 
anything. All he wants to do in 
your booth is empty his pockets 
of the items he doesn’t want. 

The Apple Eater — This fellow 
is very accommodating. He comes 
to your booth chewing on an apple 
and he gets so close that if he 
takes a bite, he gives you a bath. 
The second one you’ve had that 
morning. The scarcity of apples 
is reducing these birds substan- 
tially, however. 

The Souvenir Collector — This 
chap comes to your booth and, 
after listening to your story a few 
minutes, asks, “Do you have any 
souvenirs?” When you tell him, 
“No,” he is most chagrined and 
goes away completely dishearten- 
ed. 

The Quiz Kid — This boy will 
really slay you. He asks more 
questions than even the boss can 
think of. It gets so that from all 
the questions he asks, you can’t 


get a pitch in sideways. From how 
much, to how big, to how strong, 
to how good. When you get all 
through, he will have impressed 
you as a highly intelligent engi- 
neer and you’ll wonder how much 
of what you told him he will 
remember. 

The Wolf — This fellow can be 
more frequently seen sashaying 
around booths where there are 
pretty girl models. He will saunter 
by with bulging eyes and bushy 
tail, coming by again and again 
— not to learn anything but to 
see if the sights are any better. 

The Litter-Bug — He thinks 
your booth is a trash can. He 
comes by quietly, listens to your 
conversation, then drops his cig- 
arette or cigar butt on your nice 
rug. Then, he wanders away leav- 
ing you to clean up the mess. 

The Refreshment Seeker — This 
fellow rushes up to your booth 
with a very interested look in his 
eye and hand extended. He wants 
to know where your room is and 
if the bar is open. Or, this fellow 
will show up at your booth about 
15 minutes of 12, just by accident, 
in time for lunch. If you try to 
engage him in conversation about 
your products, he is completely 
disinterested. 

The Shy Guy — This fellow 
comes to the convention with his 


wife. Let him loose and he really 
goes to town. But with a ball and 
chain, he’s got to be real serious 
about this convention. 

The Camouflager — This, gen- 
tlemen, is a buyer and, believe me, 
he doesn’t want you to know it. 
He comes to your booth and lis- 
tens to your complete story with- 
out so much as a nod. He’s the 
serious-minded fellow looking out 
for the business and not looking 
for monkey business — but watch 
out for him after 9 o’clock at night. 

The Night Owls — These are 
the boys that start singing be- 
tween 1 and 2 in the morning, 
then finally get to bed at 4 a.m. 
The next day they get up at noon. 
Without them the _ convention 
would be a washout. 

The Breakfast Clubbers — These 
are the boys you see between 7 
and 8 o’clock in the morning hav- 
ing breakfast in the hotel. They’re 
the serious-minded fellows; the 
ones you can depend upon. They’re 
alert and alive and, if you want 
business, they’re the ones to see. 

All in all, however, conventions 
are a wonderful thing because you 
meet so many old friends as well 
as new ones at them. We’re all 
alike, to some degree, and if it 
wasn’t for people who want to 
get together, we’d have no con- 
ventions! 


Make a Date Now for Your 1958 Convention! 


APRIL 17-19: Florida Lumber and 


JANUARY 13-15: Kentucky Retail 
Lumber Dealers Assn., Kentucky 
Hotel, Louisville. Convention and 
exposition. 

JANUARY 19-23: National Assn. 
of Home Builders, Conrad Hilton 
and Sherman Hotels, Chicago, III. 
Convention and exposition. 


JANUARY 27-29: Southwestern 
Lumbermen’s Assn., Municipal Audi- 
torium, Kansas City, Mo. Convention 
and exposition. 


FEBRUARY 3 - 5: Southeastern 
Dealer Convention and Building 
Material Show, Biltmore Hotel, 
Atlanta, Ga. Co-sponsored by the 
Alabama, Florida, 
Tennessee dealer associations. 

FEBRUARY 5-7: Middle Atlantic 
Lumbermen’s Assn., Chalfonte-Had- 
don Hall, Atlantic City, N. J. Con- 
vention and exposition. 

FEBRUARY 12-14: Virginia Build- 
ing Material Assn., The Homestead, 
Hot Springs. 
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Georgia, and 


FEBRUARY 13-15: West Virginia 
Lumber and Builders Supply Deal- 
ers Assn., Greenbrier Hotel, White 
Sulphur Springs. Convention and 
exhibits. 


MARCH 4-6: Carolina Lumber and 
Building Supply Assn., Coliseum- 
Auditorium, Charlotte. Convention 
and exposition. 


MARCH 18-20: Louisiana Building 
Material Dealers Assn., Jung Hotel, 
New Orleans, La. Convention and 
exposition. 


MARCH 27-28: Mississippi Retail 
Lumber Dealers Assn., Buena Vista 
Hotel, Biloxi. Convention and ex- 
hibits. 

MARCH 31-APRIL 2: Mid-South 
Convention and Building Material 
Show, Municipal Auditorium, Mem- 
phis, Tenn. Sponsored by Tennessee 
Building Material Assn. 


APRIL 7-8: Kansas Lumbermen’s 
Assn., Lamer Hotel, Salina. Annual 
convention. 


Millwork Assn., Harrison Hotel, 
Clearwater. Annual convention. 

APRIL 27-29: Lumbermen’s Assn. 
of Texas, Coliseum, Houston. Con- 
vention and exposition. 

MAY 19-21: Building Material 
Merchants of Georgia, King & Prince 
Hotel, St. Simons Island. Annual 
convention. 


Certifies Steel Buildings 


The Steel Joist Institute of 
Washington, D. C., recently in- 
augurated the practice of certify- 
ing buildings constructed with 
SJI-approved steel joists. 

On recommendation of the mem- 
ber steel supplier, SJI certificates 
are sent to engineers and archi- 
tects who have specified “approv- 
ed” steel joists for their buildings. 
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Why 9 Attend 
Dealer Aun. 
Conventions 


ANYBODY WHO ATTENDS many 
conventions of the state, regional, 
and national dealer associations 
often is impressed by seeing the 
same dealer at most of them, and 
this questions comes to mind: 

“Why, Mr. Always Here, do you 
attend dealer conventions so regu- 
larly?” 

We recently put this question to 
dealers in the South and South- 
west. Here are some of their re- 
plies: 

Charles L. Razer, president of 
the Dixie Lumber Co., Newport, 
Ark.: “I consider attending trade 
conventions a ‘must’ for the ag- 
gressive businessman. I always en- 
joy the fellowship with others in 
the same or related lines of my 
business — and it is next to im- 
possible to talk with others with- 
out getting different ideas that wiil 
prove profitable. The exhibits are 
always interesting and I have yet 
to view a series of exhibits that I 
haven’t used in one or more ways. 
Yes, I have attended the South- 
western and Arkansas state con- 
ventions for a number of years, 
and I intend to do so as long as I 
am in my chosen profession of 
being a retail lumberman.” 


R. L. Biggerstaff, president and 
manager of Alamance Builders, 
Inc., “suppliers to the building in- 
dustry” in Burlington, N. C.: “Ask- 
ing me why I came to the Phil- 
adelphia NRLDA show is a great 
deal like asking a man who is 
planning a long trip why he is 
looking at a road map: we want 
to know where we are going! In 
addition to looking about to see 
where the industry is going, I 
usually have one or more specific 
tasks in mind. In Cleveland at the 
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SLA Convention Stars 
Consumer Sales Panel 


The entire business program at the 
70th annual convention and building 
products show of the Southwestern 
Lumbermen’s Assn. at the Municipal 
Auditorium in Kansas City, Mo., 
January 27-29, will be devoted to 
the convention slogan — and goal: 
“The Consumer Dollar . . . Team- 
work Gets It.” 

Executive Vice - President Ken 
Milliken explains the goal in these 
words: “Our convention goal is to 
make 1958 the best year for retail 
lumber dealers in consumer sales 
and net profits before taxes, and to 
make 1958 the best volume year in 
history for every manufacturer and 
wholesaler who sells in the four state 
Southwestern area.” 

Art Hood, former lumber dealer 
and sales training director, and now 
senior editor of American Lumber- 
man, will head up the three conven- 
tion sessions on consumer sales. He 
will moderate the panel discussions 


of these top-level leaders of the 
building material industry: 

MANUFACTURERS — James V. 
Jones, building products general 
sales manager of the Armstrong 
Cork Co.; T. L. O’Gara, merchandis- 
ing vice-president of the Weyer- 
haeuser Sales Co., and Paul B. Shoe- 
maker, sales vice-president of the 
Masonite Corp. and OHI champion. 

WHOLESALERS — Joseph C. L. 
Evans, president of the Evans Lum- 
ber Co., Buffalo, N. Y.; Harold W. 
Sparks, president of the Lumber- 
yard Supply Co., St. Louis, Mo.; and 
S. M. Van Kirk, general manager 
of the National Building Distribu- 
tors Assn. 

RETAILERS — Sam M. Arnold, 
Arnold Lumber Co., Kirksville, Mo.; 
Orlie Coulter, Coulter Lumber Co., 
Ardmore, Okla.; Dwayne C. Larson, 
Larson Lumber Co., Salina, Kan.; 
and James H. Wiseman, Wood-Free- 
man Lumber Co., Searcy, Ark. 

The latest concepts in compact 
store displays will be seen by con- 
ventioneers in the north end of the 
auditorium’s main exhibit floor. Here 
the 1958 lumber store planning cen- 


SERVING AS OFFICERS of the Southwestern Lumbermen’s Assn. during the 
past 12 months have been the dealers and professional executive seen above 


in a Bernie Wamboldt photo. 


Seated, left to right, are Foster Lumber’s P. E. Bruner of Kansas City, Mo., 
treasurer; J. W. Dutton, Ponea City, Okla., lumber dealer, president; and G. 
Kenneth Milliken, SLA’s executive vice-president of Kansas City. 

Standing, from left, are D. J. Fair, Sterling, Kan., lumber dealer, second 
vice-president; W. M. Robinson of the E. C. Robinson Lumber Co., St. Louis, 
first v. p.; and James H. Wiseman of the Wood-Wiseman Lumber Co., Searcy, 
Ark., third v. p. 


NRLDA exposition, it was looking 
over the materials-handling equip- 
ment and buying a Clark fork 
truck. In Philadelphia it was selec- 
ting a line of power and hand tools 
to round out our merchandise 
lines.” 
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Dr. I. M. Levitt, at left, will speak at 
Wednesday’s luncheon of the South- 
western convention. The director of 
Fels planetarium in Philadelphia, he 
will thoroughly introduce the assembly 
to the construction and use of satel- 
lites. General chairman of this year’s 
convention is W. M. Robinson, at 
right. He is vice-president of the E. C. 
Robinson Lumber Co. in St. Louis, 
Mo., and first vice-president of the 
Southwestern Lumbermen’s Assn. 


ter will be demonstrated. This will 
be in addition to the auditorium full 
of exhibits in which manufacturers 
and distributors will show new prod- 
ucts, point-of-sale displays, and new 
merchandising ideas. 

At the Wednesday luncheon which 
will bring the Southwestern conven- 
tion to a close, the audience will take a 
“journey intospace” with Dr. I. M. Lev- 
itt. He is director of the Fels plane- 
tarium in Philadelphia and a noted 
scientist-astronomer. He will tell how 
satellites are actually launched and 
how they can provide information to 
earthbound scientists. He will demon- 
strate a precise model of a real rocket. 

The second annual luncheon of the 
association’s “40” Plus Club will be 
held for persons who have served in 
the lumber industry for at least 40 
years. 

A Hoo-Hoo concatenation for lum- 
bermen and prospective members 
will be held on Monday afternoon. 

A gala Hawaiian Nite party on 
Tuesday will take on the atmos- 
phere of a Hawaiian luau. Native Ha- 
waiian songs and dances will enter- 
tain guests throughout the evening. 

A “Dream Vacation” for two via 
United Airlines to Hawaii will be 
given away by the Southwestern 
Lumbermen’s Assn. The award will 
be made at the closing luncheon. 


Curtain-Wall Seminar 


The Atlanta chapter of the Pro- 
ducers’ Council, Inc., will sponsor a 
seminar on curtain-wall construc- 
tion on January 25, at the Archi- 
tects-Engineers building beginning 
at 9:30 a.m. 

Representatives of manufacturers 
of curtainwall materials will discuss 
design and fabrication, glass, steel, 
aluminum, structural clay masonry, 
insulation, back up material, joints 
and flashing, erection and specifica- 
tions. 


32 


Hammond and Jones to 
Address Kentuckians 


Prominent out-of-state speakers 
will address the 52nd annual con- 
vention-exposition of the Kentucky 
Retail Lumber Dealers Assn. which 
will be held at the Kentucky Hotel 
in Louisville, January 13-15. The 
convention theme: “Creative sell- 
ing is knowledge at work.” 

R. S. Hammond, vice-president 
and general sales manager of the 
building products division of the 
Johns-Manville Sales Corp., will tell 
Kentucky dealers why “We Must 
Reach the Consumer.” 

Robert A. Jones, executive vice- 
president of the Middle Atlantic 
Lumbermen’s Assn., will discuss 
“Putting the Consumer in a Buy- 
ing Mood.” KRLDA’s President 
Thomas W. Yunt, of Louisville, will 
speak on “Why An Association.” 
Other speakers will include Rayburn 
Watkins, managing director of the 
Associated Industries of Kentucky; 
H. R. Northup, executive vice-presi- 
dent of the National Retail Lumber 
Dealers Assn.; and Charles W. 
Williams, vice-president of the Fed- 
eral Reserve Bank of Richmond. 

Watkins will preview state legis- 
lation. Northup will discuss national 
legislation prospects. Williams will 
forecast “The Business Outlook for 
1958.” 

Executive Vice-President Don A. 
Campbell expects some 1,400 per- 
sons to attend the business sessions 
and visit the 87 exhibits in the 
Kentucky Hotel. He and MALA’s 
Jones will moderate a dealer panel 
session Wednesday. Panel members 
will include Wilbur Chinn of Owens- 
boro, Rumsey Taylor Jr. of Prince- 
ton, Leon Gibson of Winchester, and 
Ben Cowgill of Lexington. 


Out-of-State Dealers to 
Talk at Louisiana Meet 


Highlight of the annual conven- 
tion of the Louisiana Building Ma- 
terial Dealers Assn., at the Jung 
Hotel in New Orleans, March 18-20, 
will be panel discussions at Wed- 
nesday and Thursday sessions. 

Panel members will include the 
Southern Pine Assn. president and 
three prominent out-of-state deal- 
ers: DeWitt G. Dawkins Jr. of Jack- 
sonville, Fla.; Paul Deville of Can- 
ton, Ohio; and E. W. Peek Jr. of 
Cedartown, Ga. Quentin T. Hardtner 
of Shreveport La., is SPA president. 

Wednesday afternoon, James C. 
Downs Jr. of the Real Estate Re- 
search Corp., Chicago, Ill., will dis- 
cuss “1958 Forecasts.” Edgar Thomas 
of Baton Rouge will explain “Estate 
Planning and Tax Status of the 
Dealer.” 


West Virginia Meet to 
Feature Panel Sessions 


Panel discussions will dominate 
the annual convention of the West 
Virginia Lumber and Builders Sup- 
ply Dealers Assn. It will be held 
in the Greenbrier Hotel at White 
Sulphur Springs, February 20-22. 

Don Moore of the Home Improve- 
ment Council, New York City, will 
moderate discussions of “How To 
Increase Sales and Profits in 1958,” 
assisted by Howard Hanna of Tulsa, 
Okla., E. S. Mann of Bluefield, and 
John Hill of Oak Hill. 

“Credits in the Retail Building 
Material Yard” will be the subject 
of a panel to be moderated by R. L. 
Kinney, treasurer of Scott Lumber 
Co. Contributing dealers will be 
Frank Russell of St. Albans, Harold 
V. Eddy and Arnold Pugh of Clarks- 
burg. 

Harry C. Fischer of Sandusky, 
Ohio, will explain the use of “Bud- 
get Accounts or Revolving Credit.” 


Mississippians to Hear 
Harrell and DeVille 


Paul DeVille, successful Ohio 
building supply merchant, will ex- 
plain his methods of selling pack- 
aged home improvements at the an- 
nual convention of the Mississippi 
Retail Lumber Dealers Assn. in 
Biloxi at the Buena Vista Hotel, 
March 27-28. 

Ray Harrell, research director of 
the Lumber Dealers Research Coun- 
cil, and D. B. Sedgwick, promotion 
manager of the Douglas Fir Ply- 
wood Assn., will introduce some 
new home planning and _=e sales 
methods. 

Dr. Frank Goodwin of the Uni- 
versity of Florida will talk on sales- 
manship at the closing luncheon. 
Ed H. Libbey, NRLDA secretary 
from Washington, D. C., will cover 
the Washington legislative outlook. 


Carolina Functions 
All Based at Coliseum 


Highlight of the 35th annual con- 
vention and building materials show 
of the Carolina Lumber and Build- 
ing Supply Assn., in Charlotte, 
March 4-6, will be a new setting 
for meetings, clinics and socials. 
This year all will be held at the 
Charlotte Coliseum and/or Ovens 
Auditorium instead of at uptown 
hotels. 

A new “Family Night” program 
will be held Wednesday at the audi- 
torium. It will feature a “whole- 
some stage show, along with sand- 


(Continued on page 70) 
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Parks had opened up a cash & 
carry department as at least four 
other lumber dealers had done. 
Bullard had converted outright 
from a conventional yard to an 
admittedly ‘wholesale’ cash & 
carry operation. 

In Rockingham, N. C., a service 
station operator overheard our 
telephone interview with a local 
dealer as to the competition from 
the new warehouse outlet of Varina 
Wholesale Builders Supply. This 
dealer was gracious in saying that 
he was feeling the effects some, 
along with the letdown in busi- 
ness, but that he hadn’t bothered 


where two discount houses have 
had dealers in a tizzy for nearly 
two years, we overheard one diner 
telling another young man that he 
didn’t have to buy his wife a 
radio for Christmas from a retail 
appliance dealer. “Don’t you know 
you can buy it and almost any- 
thing else wholesale now?” 

We asked this man where we 
could buy some plywood and doors 
cheap? “Well,” he willingly volun- 
teered, “you can get some at Parks 
Building Supply, Bullard Whole- 
sale, or the Fayetteville Wholesale 
Building Supply.” 

Later investigation revealed that 


CASH & CARRY 


(Continued from page 24) 


did, especially on doors, windows, 
plywood, and gypsum board. 

This “trend” subsequently sent 
us on a 1,100-mile drive into the 
Carolinas for this first-hand report 
on the hottest topic in building- 
materials distribution: “Must — or 
shall — a dealer sell building sup- 
plies cheaper to the cash-and- 
carry customer?” 

In Fayetteville, North Carolina, 





The price battle between lumber dealers who have added low-price 
Cash & Carry departments and the comparatively new class “C” cash 


& carry retailers continues apace in the Carolinas. 

At right, below, the Columbia Lumber Company 
emphasizes “rock-bottom prices for buy-wise build- 
ers” and “load under cover” in its ads in The State, 
Columbia newspaper. This ad was four columns by 
15 inches. 

Ross Builders Supplies, Inc., runs full-page de- 
partmentized or panelized product-price ads in The 
State. For its Builder’s Supermarket in Anderson, 
Ross runs quarter-page ads like that shown below. 
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FLOOR NAILER 





to see the Varina operation. 

The gas man commented that the 
prices of the local lumber dealers 
had been “out of line for the little 
man and ordinary home-owner. 
My friends and I used to drive 
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over to the Fayetteville wholesale 
house, but now get many of our 
needs from Varina.” 

In the Carolinas, as well as in a 
few more limited areas of a few 
other states, we found that now 
there definitely are these five dis- 
tinct ways of retailing building 
materials: 

Five Ways to Retail Materials 

(A) Selling all materials at one 
retail (list) price to any and all 
customers. 

(B) Selling all materials at list 
price to everybody except the con- 
tractor or professional mechanics 
and applicators. These “big ticket” 
customers are given a discount or 
cut back, depending upon the 
market, the customer’s size, and 
credit. The drop-in, shoulder, 
home -owner, Do - It - Yourself, 
farm, or industrial customer pays 
the list price whether he buys for 
cash and/or hauls his own pur- 
chases away. 

(C) Selling to any and all cus- 
tomers on an open basis of cash & 
carry, attracting volume through 
all kinds of advertising of low or 
discounted prices that are per- 
mitted by the cost-saving ways the 
firm operates. 

(D) Selling cash & carry to any 
and all customers under the gim- 
mick of being a ‘“‘wholesale” outlet 
which can offer “savings up to 
50%” due to the firm’s massive 
buying power and cost-cutting way 
of doing business. 

(E) Offering customers two sets 
of retail prices . . . regular prices 
for materials sold on credit and 
delivered .. . and a lower price to 
cash & carry customers. Where a 
business is large enough, a separate 
department for cash & carry sales 
and special order pickers and load- 
ers is desirable. 

Conventional retailing methods 
“A” and “B” are familiar to S-B-S 
readers. So, this report will detail 
only the operations of exclusive 
cash & carry outlets employing 
methods “C” and “D” — and the 
ways conventional dealers have 
converted to retailing method “EK” 
through cash & carry innovations. 

But here is our sober prediction: 

The retailing of building mate- 
rials at prices at least 10% lower 
on a cash & carry basis is here 
to stay — at least as long as more 
than 50 per cent of the people 
bring home 1950-size paychecks. 

Building materials are the major 
line of merchandise profitably sold 
by the cash & carry outlet. But 
several other lines help keep them 
in business — and growing. These 
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lines include plumbing, heating, 
appliances, electrical supplies, fur- 
niture, tires, and miscellaneous 
specialties and “traffic” items. 
Some of these items, of course, are 
sold by conventional building sup- 
ply dealers, but not in such large 
volumes and (therefore) at such 
low prices. 

The two big chain operators in 
the Carolinas that sell building 
materials under the “‘C” method of 
cash & carry are Lowe’s Hardware 
and Ross Builders Supplies, Inc. 
Neither alludes to “wholesale” 
prices or methods, but both capi- 
talize on the sure-fire appeal of 
“real low” prices and “guaranteed 
quality.” 

Lowe’s Hardware now includes 
nine company-owned and operated 
stores and four associate stores. 
This chain was started in 1945 in 
North Wilkesboro, North Carolina, 
when James (Jim) Lowe took 
charge of the hardware store his 
father had founded in 1921, and 
instituted “modern merchandis- 
ing.” The first “branch” was open- 
ed at Asheville, N. C., when Lowe 
bought out the Symms Millwork 
and Lumber Co. yard. 

In 1956 Jim Lowe sold out to 
H. Carl Buchan, his brother-in- 
law. He now operates a grocery 
supermarket and a super automo- 
bile agency in North Wilkesboro. 
Buchan got sales and marketing 
experience in several jobs in Char- 
lotte and other cities: He now 
heads the Buchan Supply Com- 
pany, which serves the Lowe out- 
lets and associate stores, and is 
controlling owner of the Lowe 
stores. 


Where Lowe Hardware Operates 


Under varying incorporation 
names, Lowe’s Hardware stores 
are located in or near North Caro- 
lina’s North Wilkesboro, Asheville, 
Sparta, Asheboro, Durham, Char- 
lotte, Winston-Salem, and Greens- 
boro, and in Virginia’s Roanoke. 

Operating after the manner of 
Western Auto Associate stores, the 
Lowe Hardware-associate stores 
are located in Waynesville and 
Hickory, North Carolina, Danville, 
Virginia, and Chester, South Caro- 
lina. They all sell low for cash & 
carry. 

Ross Builders Supplies, Inc., is 
headquartered in Greenville, South 
Carolina. It operates builder’s su- 
permarkets there and in Rock Hill, 
Columbia, Spartanburg, and An- 
derson, South Carolina. A new Ross 
store soon will be opened near the 
Charleston municipal airport. 

This firm’s slogan is “tops in 


quality at low-low prices — the 
thrifty cash & carry way.” Active 
officers of the Ross corporation in- 
clude George Ross Sr., George Ross 
Jr., and Wade Stephens. Substan- 
tial Ross stockholders are the heads 
of Carolina’s largest general con- 
tracting firm and grocery super- 
market chain. 

The third big chain in the Caro- 
linas — and the only chain firm 
that operates under the “D” meth- 
od of selling ‘“‘wholesale to every- 
one” is Varina Wholesale Builders 
Supply. This firm also was started 
and is headed by a former hard- 
ware retailer. Douglas Powell of 
Fuquay Springs, North Carolina, 
and his brothers now operate six 
warehouse stores — under varying 
names — in Timmonsville, South 
Carolina, and in Varina, Farmville, 
Rockingham, Raleigh, and Greens- 
boro, North Carolina. (This makes 
Greensboro the first city to be 
served by two cash & carry mate- 
rials outlets — Varina and Lowe.) 


Varina’s ‘Wholesale’ Pitch 


Varina’s principal forms of ad- 
vertising are newspapers, tabloid 
circulars, and the yellow pages of 
telephone directories. In bold type 
in all media, Varina offers to sell 
“wholesale to anyone.” For exam- 
ple, the Varina Builders Supply ad 


in the 1957 Raleigh telephone di- 
rectory features Hotpoint appli- 
ances and reads as follows: 

“Wholesale to everyone. Hotpoint 
appliances. Plumbing supplies. Build- 
ing materials for new construction, 
repairs and maintenance — doors; 
windows, wood, aluminum, steel; 
screens; insulation, U. S. Gypsum; 
roofing; building paper; redwood 
siding; plywood — wallboard; floor 
furnaces; hot air systems; tile; ce- 
ment; plaster; metal & gypsum lath; 
flue lining; wallboard; roofing mate- 
rials; lumber; moldings. Complete 
line of paints and varnishes. Also 
complete line of electrical appli- 
ances. U. S. No. 1 North, Louisburg 
Road, near Job P. Wyatt & Sons Co. 
Dial TE 3-6636. VARINA WHOLE- 
SALE BUILDERS SUPPLY.” 

The tabloid circulars are mostly 
price lists. A recent one announced 
“Varina (or N. C.) Wholesale’s 
Complete New Addition of Famous 
Geringer Lighting Fixtures.” 

Among the materials priced by size 
and type were Varina paints, paint 
brushes, paint roller & tray, beaded 
ceiling, clear fir lumber, fir fram- 
ing, pine shelving, pine paneling, 
cedar closet lining, Appalachian oak 
flooring, redwood siding, fir molding, 
hardboard (famous U.S.G.), impreg- 
nated sheathing, asphalt shingles, 
plywood, 105 lb. asphalt siding, as- 


(See CASH & CARRY page 71) 
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@ FERRIS M. HOLMES has to have 
a very busy mind to come up with 
some of the tricks he uses to get 
the favorable attention — and 
patronage — of people for his 
Alamo Supply and Lumber Com- 
pany in Texarkana, Texas. 

Example: 

Holmes devised a way to get 
$1.21 net for one gallon of paint 
thinner (naphtha) that cost him 
19 cents. 

Another of his tricks saves sales 
by getting a laugh out of custom- 
ers when at the point of closing, 
they appear ready to rebel against 
the high prices of everything 
Holmes has to sell. 

By the simple expedient of 
writing a short note, he induces 
men he has never seen nor talked 
with to come and inspect his place 
of business. When a nearby com- 
petitor folded, Holmes made a 
deal with the telephone company 
for the competitor’s phone num- 
ber. As a result he has succeeded 
so far in capturing every old ac- 
count of the defunct competitor 
with whom he has had contact. 

Holmes, the ubiquitous presi- 
dent and general manager of the 
Alamo Supply and Lumber Com- 
pany, finds that the shop-worn 
practice of using the head is still 
good for merchandising. 

His long margin on paint thin- 
ner is produced in this manner: 
The Alamo company buys naphtha 
in 55-gallon drums at the pre- 
vailing price of 18% or 19 cents 
a gallon. During slack times the 
yard crew bottles the naphtha in 
gallon jars and quart bottles. 

Holmes picks up gallon glass 


Tricks that 
attract trade 


By BARON CREAGER 
Southwestern Editor 


Here are just two unusual ways “Mack” Holmes gets more favorable attention 
and trade from Texarkana residents for the Alamo Supply and Lumber Com- 
pany in that Texas city. At top, Holmes displays the midget-sized nail apron 
he uses to answer “high price” claims. It vividly illustrates increased costs. 
Above, Holmes poses in his “paint thinner” department. By buying 55- 
gallon drums of naphtha and having his yard crew to bottle it in slack times 
in salvaged gallon jars and quart bottles, this dealer realizes about 400-per- 


cent mark-up. 


jugs (emptied of Coca-Cola syrup) 
for 10 cents each. The full gallon 
of paint thinner sells retail for 
$1.00, so his profit margin is only 
71 cents. 

Empty quart beer bottles are 
accumulated at a cost of 5 cents 
each. A quart of paint thinner 
retails for 40 cents. Therefore, the 
margin is $1.21 for one gallon of 
naphtha in four quart bottles. This 
does not take into account the cost 
of corks, nor the cost in time and 
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materials for yard-made labels, 
but these costs are trifles. 

At these profitable prices, the 
firm sells 55 gallons of paint thin- 
ner a month. Pints are not bot- 
tled, Holmes explained, because 
if anyone needs paint thinner at 
all, he needs more than a pint. 

The trick that submerges talk 
of high prices in a general laugh 
involves the use of a miniature 
nail apron, made to Holmes’ spec- 

(See TRICK 'N TREAT page 77) 
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JUNIOR ACHIEVEMENT 


spreads in South 


By LARRY C. HART* 


* Laurence C. Hart is ex- 
ecutive vice-president of 
Junior Achievement, Inc., 
after serving in all major 
volunteer positions with 
this educational program. 
A graduate of MIT, he 
served the Johns-Manville 


Corp. from 1914 to 1956, 


last as vice-president. 


Consisting of 15 to 20 high-school girls and 
boys, each Junior Achievement company is 
guided by three adult advisers. At right, mem- 
bers of a J. A. company in West Point, Ga., 
produce toy boats as an advisor looks on. 


@ A RAPIDLY EXPANDING national 
program of economic education for 
youth, Junior Achievement is mak- 
ing major strides in the South. It 
is attracting the attention, interest, 
and support of an increasing num- 
ber of lumber dealers, wholesalers 
and manufacturers. 

Marvin Butts, Junior Achieve- 
ment’s regional representative for 





the Southern and Southwestern 
states, defines J. A. as an “educa- 
tional organization which offers 
young people of high-school age 
the opportunity to gain valuable 
and practical pre-business experi- 
ence by organizing and operating 
their own small-scale businesses 
with the guidance of three pro- 
fessional, volunteer advisers from 


SOUTHERN 


business and industry.” 

The young people are recruited 
through the cooperation of public, 
private, and parochial high-school 
officials. The boys and girls are 
put into business for themselves. 
Companies are formed from 15 to 
20 boys and girls. 

Each company is counseled by 
three advisers from a local busi- 
ness firm and meets one night a 
week during the school year in the 
Junior Achievement business cen- 
ter. These “workshops” are estab- 
lished and maintained by the local 
Junior Achievement organization— 
which is made up of civic, educa- 
tional, and business leaders. 

The Junior Achievement com- 
pany is the basic unit. The boys 


and girls now in business for them- 
(See JR. ACHIEVERS page 76) 


The life of a Junior Achievement 
company parallels the high-school 
year. At left, members of a junior 
firm in Dallas, Tex., prepare annual 
reports and liquidation dividends in 
May for mailing to stockholders. This 
J. A. company paid its 50-cents-a- 
share stockholders 6 per cent return 
on their investment. 
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This new window is really built. Exactly 
what you’ve been looking for. All wood 
parts are toxic-treated with water repel- 
lents. Because there’s no sloping outside 
frame surface, it’s easier to install in 
straight, level openings. Excellent sill 
drainage in any position. May be used 
with either push-bar or roto-operator to 
open or close sash. And the extra heavy 
hinges and precision construction make. i | 
it work easily and close tightly. € ull | 



































New convertible L-B “four-way” 











It is a 


hopper-type 
window. 











Lots of extra features 


@ Aluminum storm sash and ® Tightly weatherstripped in 
screens are available to make any position. 

this unit a fast-seller. @ Both sides of operating sash 

. . may be cleaned from the in- 

e yn units stack evenly, side without removing sash. 

i @ Many details of extra-fine 

@ Adaptable to the stock of workmanship typical of 
trim you now have on hand. Long-Bell products. 




















Attention jobbers: For all the facts contact us immediately. 


It is a 
stationary 
window. 


If your jobber can’t supply you, write, wire or phone us at 
Kansas City, Missouri, or Longview, Washington. 





STOCK IT NOW! 
SELL IT NOW! 


INTERNATIONAL PAPER COMPANY 


Ilenc-ReLL 


DIVISION 
Kansas City, Mo. Longview, Wash. 





It is an awning- 
type window. 
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Galvanized Masonry Reinforcement 

















‘I have no problem getting ma- Wherever walls intersect, Mr. Gans uses “Reinforcement is only as good as its bond. 


sons to lap KEYWALL. I prefer a KEYWALL to tie them together. “It is This section of joint shows how KEYWALL 
2-foot lap. When it's lapped, it easy to place in alternate joints as is fully embedded in the mortar to provide 
doesn't interfere with the-embed- shown,” he explains. ‘And KEYWALL an exceptional bond. Actually, the hexa- 
ment. Yet it gives the full rein- bends out of the way, removes the fo fey ol esl 1) ol of -Yore) elt M lolol ¢-to B hel Cond el- Besley ac-t ae 
forcement value’ of continuous |e ¥ 4-0 €0 Me) MB 6) de) T-Toi eb ole MB cole (ie) anh) <=1- al says Mr. Gans. 


wire,’ Mr. Gans points out 
. 


Oa 





' 














Note the full embedment of the face shell 
of these units. KEYWALL helps hold mor- 
tar in place, giving a stronger, more 
weather-tight wall 


When a-2-day-old course of masonry was 
removed from the wall this section of five 
units came out in one piece. The load of 


this beam is carried by the KEYWALL re- 


inforcement in the mortar joint 








“EXCL USI VE I NO W 99 says Al Gans, Masonry Superintendent 
R. S. Ursprung Company 
g Clovetan Ohio 


“‘T believe in reinforced masonry,” says Al Gans. “‘In 
fact, I was one of the first in Cleveland to use it. But 
I was never satisfied with results until Keywall came 
along.” 

“Tt looked right to me. I tried it out. It solved the 


problems I had with other types. The results in the 
wall have lived up fully to my expectations. Today, 
I use no other type.” 

Here you see some of the ways Mr. Gans is using 
KEYWALL to get better, stronger walls, 


DEALERS: 


KEYSTONE STEEL & WIRE COMPANY is in Sls mew, inst moving 


PEORIA 7, ILLINOIS 


‘I build a chase in the wall. Pipes, ducts and con 
duits are easy to install when KEYWALL is used 
I run the KEYWALL right through the chase,’’ Mr 
SF bel-m-> 40) (<b bet MmmAM Wel -Mol-yel7-) abesl-1-JoMer-boll ol Meith ar-hiz- by] 
as required without destroying the reinforcement 


vaiule 


masonry reinforcement now. Write for 
more complete details 





< 
a oe La . x 
PL. ¥ « , ~ a? 


“You can't beat KEYWALL as a wall tie,’’ according to Mr. Gans. 
“It does everything a wall tie should do, and does it better. In 
addition, it gives reinforcement. What's more, this double-duty 
product costs no more in the wall than the ordinary non-reinforcing 
type of wall tie) With. KEYWALL I omit header courses, too. 
KEYWALL doesn’t shear when walls move, as header brick do. 
It's easy to see Why I'm so enthusiastic about KEYWALL.” 


att. 
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Concrete Walls Tilted Up to Form Farm Buildings 


@ TILT-UP, a new and economical 
method of building concrete farm 
structures, potentially promises a 
bonanza in cement sales for South- 
ern building supply dealers. 

Tilt-up concrete construction is 
basically simple. Concrete walls 
are simply cast in sections on the 
ground and, after curing, are tilt- 
ed to their final vertical positions. 
This is done by use of a pyramid- 
shaped iron-pipe tilting frame, at- 
tached to an ordinary farm tractor. 

During three years of recent re- 
search, the Texas Agriculture Ex- 
periment Station cast, tilted, and 
tested experimental concrete wall 
panels of many designs and sizes. 
Complete buildings were erected 
to obtain accurate time and mate- 
rial cost. And results definitely 
indicated that tilt-up is a practi- 
cal, economical way to build on 
the farm. 

Impervious to decay and rust, 
the concrete tilt-up building walls 
actually gained in strength in the 
presence of moisture, and were 
neither punctured nor bent out of 
shape by accidental impacts when 
tested by Texas engineers. 


How to Make Concrete Forms 


To cast wall panels, a minimum 
of formwork is necessary. In most 
instances, 2x4’s may be used to 
make a 4”-thick wall panel. If 
care is taken in stripping forms 
from panels, the lumber may be 
saved and utilized elsewhere. 

Since wall panels are reinforced, 
a foundation is required only under 
panel corners. Economical concrete 
piers that extend below the frost 
line give solid support necessary 
for all durable construction. 

Typical structure walls, authori- 
ties claim, usually constitute from 
30 to 60 per cent of the total build- 
ing cost. Therefore, economy offer- 
ed by tilt-up construction appreci- 
ably reduces total building costs 
inherent in orthodox methods. 

Tilt-up is an ideal construc- 
tion method for long, single-story 
buildings, such as cattle sheds, 
machine sheds, and loose-housing 
dairy barns. According to the 
Portland Cement Association, it 
offers all the advantages of pre- 
fabrication — erection speed, econ- 
omy, and savings in labor. Yet the 
building can be adapted to individ- 
ual requirements by varying the 
size of wall panels. Doors and win- 
dows can be spaced as desired. 

The serviceability of tilt-up 


40 


building can be even further in- 
creased with clear-span roof con- 
struction. All the floor space is 


usable and activities within the 
building are unhampered by posts 
or poles. 


Tilt-up concrete construction is rapid, economical, and practical for farm build- 
ings, especially for single-story structures of the cattle-machine shed and loose 


dairy barn varieties. 


In top photo, an area is initially graded to provide a level site for casting 
individual wall panels. In most cases, this requires only 2 x 4 framework for 


a 4” thickness. 


The farm tractor, in the middle photo, pulls the iron frame. Attached to 
the finished panel, the frame tilts it into permanent vertical position. 

The completed farm building, above, was erected by a two-man crew in 
record time. It demonstrates the new method’s low-cost and practicality. 
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HOW TO SELL YOUR WINDOW SHOPPERS 





Show them how it’s done . . . how double hung window units actually sell 
easy it is to remove Lif-T-Lox R-O-W themselves once the customer knows how 
window sash for cleaning or painting they function and why it is such a pleasure 

. and chances are you've made the to own them. So, for more sales fast and 
sale. Pressure of the fingers does it and ° gs 

for more satisfied customers, demon- 


there’s nothing like it . . . no tapes or 
springs to unhook, nothing to adjust, and strate the features of Lif-T-Lox R-O-W 
the self-contained Lif-T-Lox window window units and watch them literally 


balance stays put automatically when sell themselves. Write for dealer infor- 
sash is removed. Lif-T-Lox R-O-W mation today! 


MANUFACTURED BY 


UVisthibutors- 


MANUFACTURERS OF MILLWORK «+ 


WINDOW BALANCE Rocky Mount, Virginia 
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Sales idea that works: 
the beauty of windows 
in lasting wood! 


Man to man, here’s some girl talk to help you sell more windows. 

For, whether you’re talking to a home builder or home buyer, you know it’s 
the girl who says yes on a particular home. 

And to her, the most important things in a home are her kitchen—and beautiful 
windows. Give her a kitchen with Andersen WINDOWALLS and she’ll love it. 
Perhaps Andersen Casements, like these, that give her a view. . . swing outward 
at a fingertip touch. . . yet close weathertight. 

WINDOWALLS with the warm beauty of wood, in keeping with the new trend 
toward paneled kitchens. Wood, so she knows she’s in a home, not an institution. 
Wood, the natural insulator, toxic treated by Andersen against moisture, rot, 
termites. 

Arm your builder-customers with those sales points. Use them yourself when 
you talk to buyers. And see how you close those sales. 

For full information on all types of Andersen Wood Window Units, see your 
WINDOWALL distributor or write direct to Andersen. 


Andersen Windowalls are quictiy 


ERSEN CORPORATION 


available from complete stocks of these distributors: 





ALABAMA MISSOURI 

Birmingham Sash & Door Co. Birmingham American Sash & Door Co. Kansas City 
Huttig Sash & Door Co. St. Louis 
Lumbermen's Supply Co. St. Joseph 
Toombs & Co. Springfield 


FLORIDA 
Huttig Sash & Door Co. Jacksonville 


GEORGIA 


Huttig Sash & Door Co. Atlanta NORTH CAROLINA 


KANSAS Huttig Sash & Door Co. Charlotte 
Rock Island Wholesale Co. Wichita 
United Sash & Door Co. Wichita TENNESSEE 


KENTUCKY Huttig Sash & Door Co. Knoxville and Nashville 
Huttig Sash & Door Co. Louisville Memphis Sash & Door Co. Memphis 
Weyerhaeuser Distributing Yard Louisville 


LOUISIANA TEXAS 


Davidson Sash & Door Co. Davidson Sash & Door Co. Austin 
Alexandria, Lafayette, Lake Charles Huttig Sash & Door Co. Dallas 
New Orleans Sash & Door Co. New Orleans 

United Sash & Door Co. Baton Rouge VIRGINIA 


MARYLAND Huttig Sash & Door Co. Roanoke 
Morgan Millwork Co. Baltimore Morgan Millwork Co. Arlington 


qwv ANDERSEN CORPORATION + BAYPORT - MINNESOTA 





How Wood Helps Solve School Shortage 


WOOD SCHOOLS today are help- 
ing to solve the general school 
shortage, the current No. 1 na- 
tional problem. And they’re doing 
so at an economy surprising to 
otherwise reluctant taxpayers who 
foot the bills. 

Shown on this page are modern 
wood schools in New Orleans, La., 
and Diboll, Tex. — exemplary 
renditions of contemporary design 
and a far cry from old fashioned 
counterparts of 50 years ago. 

The portable wood classrooms, 
at right, were constructed to meet 
both an expanding school-age 
population and a shifting popula- 
tion complication, peculiar to the 
New Orleans area. They can be 
readily built in such number as 
to help alleviate the over-all class- 
room shortage, but can also be 
moved, if necessary, where popu- 
lation trends may demand in that 

















area. 
The Diboll elementary school, 
below, was built almost entirely 
with home-grown and manufac- 
tured Southern pine lumber, at a 
construction cost fully one-third 
less than a comparable brick-con- 


crete structure. 

(For more information on wood 
schools, write to S-B-S. Get ad- 
dress on page 3). 


Wood schools at New Or- 
leans and Diboll, Texas, are 
proving how good schools at 
low cost can be achieved. 

In New Orleans, portable 
classrooms, shown above, are 
built in a series of units. 
They go up two classrooms 
to a unit, opposite each 
other. They are connected 
by inverted V-shaped beams 
which form a natural roof 
over corridor between. 

Diboll Elementary School, 
at left, has 12 classrooms, 
each 23’ x 30’. Roof is of 
conventional wood joist con- 
struction. Southern pine pan- 
eling on all interior walls 
gives classroonis a_ brighter, 
lighter look. 
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For knotty pine paneling... 
suggest LODGEPOLE PINE 


small, non-bleeding knots characterize this light, easy-to-work wood 

















LODGEPOLE PINE —an ideal knotty pine. . Write for FREE illustrated Facts 


Folder about Lodgepole Pine to: 
WESTERN PINE ASSOCIATION, 
Dept. 703-K, Yeon Building, 
Portland 4, Oregon. 


Its knots are small, and they do not bleed. It is light 
in weight, easy to handle and work. 





Because Lodgepole Pine is soft-textured, it is 
easily nailed without splitting. It machines to a 
smooth, satiny surface and has excellent paint and 
stain holding characteristics. You'll find Lodgepole 


Pine carefully dried—assuring more accurate Western Pine Association 


sizing and improved woodworking qualities, insur- | member mills manufacture these woods to high 
' standards of seasoning, grading and measurement 

idaho White Pine - Ponderosa Pine - Sugar Pine 
Sheathing, siding, subflooring are other excellent White Fir - Incense Cedar - Douglas Fir - Larch 
Red Cedar -Lodgepole Pine-Engelmann Spruce 


ing lower maintenance costs. 


uses for Lodgepole Pine because of its smooth mill- 


. - ‘ , “2 Today's Western Pine Tree F Guarantees Lumber T 
ing, accurate sizing and good insulation qualities. ioe ee ee ee 


You can suggest Lodgepole Pine with confidence. 
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PRODUCT BRIEFS 





GLASS-LINED CLAY PIPE has 
been designed by the Amer-can 
Vitrified Products Co., Dept. SBS, 
National City Bank Build'ng, Cleve- 
land 14, Ohio, for greater strength 
and smoothness. Th‘s vitrified clay 
pipe, Amvit Glas-Glaz, is available 
in lengths of 4’ or over, and in dia- 


meters of 4”, 6”, and 8”. 
Write Pl on prepaid reply card, page 50. 


ROCK-RIB TROWEL has been de- 
veloped with no rivets. It is light- 
weight and exceptionally strong with 
true blade. Power-pins are said to 
lock the blade of trowel to the forged 
mounting and the aluminum rib ac- 
tually flows around pin to bond 
blade and mounting together for 
life. Goldblatt Tool Co., Dept. SBS, 
1910 Walnut Street, Kansas City 8, 
Mo. 


Write P2 on prepaid reply card, page 50. 


STEEL HAMMER by Great Neck 
Saw Mfrs., Inc., Dept. SBS, Min- 
eola, N. Y., has been introduced as 
the Ebony Tubular. The steel shaft 
is said to be impossible to bend, 
break or splinter, and is permanent- 
ly locked onto the head. An air- 
cushioned, non-slip rubber grip is 
fused to handle to absorb shock and 
is claimed to permit safety even 


when hands are wet. 
Write P3 on prepaid reply card, page 50. 


CABINET KITCHEN provides com- 
plete kitchen facilities combined 
with attractive natural wood or 
white finish handsome enough to 
qualify as living room piece. Only 
29” wide, it comes equipped with 
refrigerator, stove (oven, optional), 
freezer, and sink. General Air Con- 
ditioning Corp., Dept. PB-SBS, 4542 
E. Dunham Street, Los Angeles 23, 
Calif. 


Write P4 on prepaid reply card, page 50. 


ALUMINUM WINDOWS for mobile 
homes were added to the UALCO 
line by Southern Sash Sales & Sup- 
ply Co., Inc., Dept. SBS, Sheffield, 
Ala. Designed to fit into a 2” wall, 
the windows are of aluminum-frame 
jalousie type, with new mullion, and 
extruded drip cap with die-formed 
ends. An awning-type window is 
another UALCO model, made to be 
interchangeable with the jalousie 
to afford variety of windows in 


mobile homes. 
Write P5 on prepaid reply card, page 50. 


CHALKBOARD. The Formica Corp., 
Dept. SBS, 4538 Spring Grove, Cin- 
cinnati 32, Ohio, offers Formica 
Chalkboard. This board is said to 
have high quality at moderate cost 
because of a new thermosetting 
resin developed by American Cyan- 


amid. 
Write P6é on prepaid reply card, page 50. 
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ALUMINUM MAILBOX is designed 
for beauty, durability, and for prac- 
tical storage of newspapers and 
magazines. The box is constructed 
of patterned aluminum sheet in six 
color combinations. It has a flip-top 
lid for mail insertion, and a bottom 
chute for collection. Duraflex Co., 
Dept. SBS, 3500 N.W. 52nd Street, 
Miami 42, Fla. 


Write P7 on prepaid reply card, page 50. 


DOOR CHIMES for residential and 
commercial use are now offered by 
the Miami Cabinet Division of the 
Philip Carey Manufacturing Co., 
Dept. SBS, Middletown, Ohio. The 
“Troubadoor” line features 32 mod- 
els in a variety of styles, colors, 
prices, and tones. Three models 
combine an electric clock with a 


chime. Two models are non-electric. 
Write P8 on prepaid reply card, page 50. 


SHOP VACUUM is Craftools’ an- 
swer to shop cleaning problems that 
cannot be handled by ordinary vac- 
uum cleaner. Completely portable, 
it comes equipped with a 2%” diam- 
eter hose, handle and nozzle, and 28 
gal. fiber drum. The unit can be used 
with 14%” diameter vacuum fittings 
for exhausting, blowing, drying and 
spraying. Craftools, Inc., Dept. SBS, 


396 Broadway, New York 13, N. Y. 
Write P9 on prepaid reply card, page 50. 


DOOR CLOSER with extruded alu- 
minum case that prevents leakage 
and encases hydraulic control is in- 
troduced by the Norton Door Closer 
Co. Division, Yale & Towne Manu- 
facturing Co., Dept. SBS, Chrysler 
Building, New York 17, N. Y. It is 
reversible for either right- or left- 


hand doors. 
Write P10 on prepaid reply card, page 50. 


METAL LATH in new diamond 
mesh pattern is offered by Inland 
Steel Products Co., Dept. SBS, P. O. 
Box 393, Milwaukee 1, Wis. For use 
in all types of plastering, Smalmesh 
lath is formed from coiled copper- 
bearing or galvanized steel in a 
flat surface. Of uniform width and 
squared on both ends, it is used for 
furred and ornamental construction 
members, and for fireproofing of 


steel beams and columns. 
Write Pll on prepaid reply card, page 50. 


RANGE BLOWER AND HOODS 
are offered by Aubrey Hardware 
Mfg., Inc., Dept. SBS, Union, III. 
The Rangemaster twin-blowers may 
be used for vertical or horizontal 
discharge. The hoods have pre-wired 
underhood lights and are available 


in seven decorator finishes. 
Write P12 on prepaid reply card, page 50. 


WEATHERSTRIP made of anodized 
aluminum alloy is offered by the 
Ailmetal Weatherstrip Co., Dept. 
SBS, 2241 N. Knox Avenue, Chicago 
39, Ill. This process is said to pro- 
duce aé_pre-hardened and _  pre- 
oxidized coating that will not chip, 
peel or blister. The strip comes free 
of discoloration, stain, and surface 


blemish. 
Write P13 on prepaid reply card, page 50. 


CABINET HINGE of wrap-around 
design and heavy-gauge steel has 
been added to the Ajax line of the 


Ajax Hardware Sales Co., Dept. 
SBS, 4355 Valley Boulevard, Los 
Angeles 32, Calif. The hinge is de- 
signed for use on %” flush doors. 
It has a removable pin to simplify 


installation and door hanging. 
Write P14 on prepaid reply card, page 50. 


BONDING SEALANT is a single- 
component calking sealant or bond- 
ing agent that can be easily injected 
into horizontal or vertical seams to 
provide a permanent, pliable seal 
unaffected by weather or other cor- 
rosive agents. Panelseal is offered 
by the Pepco Division of the Bet- 
tinger Corp., Dept. SBS, Waltham, 
Mass. The vinyl plastic material is 
said to be unaffected by sunlight, 
oils, gases, and atmospheric condi- 
tions. Because it cures but never 
dries, no outer coating of any kind 


is needed. 
Write P15 on prepaid reply card, page 50. 


FOLDING DOORS in the medium- 
price bracket are offered by Curti- 
tion Corp., Dept. SBS, 2227 Sawtelle 
Boulevard, Los Angeles 64, Calif. 
The fabric-covered folding doors are 
trade - named Starfold Accordion 
doors. The company has completely 
re-engineered and re-tooled frame 
construction of its top-quality Curti- 
tion models, and has re-styled all 
fabric coverings, colors, and hard- 


ware designs. 
Write P16 on prepaid reply card, page 50. 
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ependable source of superior 
dwood...the CRA mills. 


The following mills produce and ship 
‘CRA Certified DRY’ redwood CALIFORNIA 
REDWOOD 





ARCATA REDWOOD COMPANY 
P. O. Box 218, Arcata, California 


GEORGIA-PACIFIC CORPORATION 
Hammond-California Redwood Division 
417 Montgomery St., San Francisco 6, Caiifornia 


HOLMES EUREKA LUMBER COMPANY 
Redwood Sales Company, Eastern Distributor 
1430 Russ Building, San Francisco 4, California 


THE PACIFIC LUMBER COMPANY 
100 Bush Street, San Francisco 4, California 


THE PACIFIC COAST COMPANY 
P. O. Box 611, Willits, California 
SIMPSON REDWOOD COMPANY 
3100 Russ Building, San Francisco 4, California 


UNION LUMBER COMPANY 
620 Market Street, San Francisco 4, California 


WILLITS REDWOOD PRODUCTS COMPANY 
Hobbs-Wall Lumber Company, Sales Agent 
2030 Union Street, San Francisco 23, California 


CALIFORNIA REDWOOD ASSOCIATION 


576 Sacramento Street + San Francisco 11, California 
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SCREW-GRIP — ROOFING ¥ COMMON 


IN A SIZE AND STYLE FOR EVERY BUILDING NEED... 


PHIFER ALUMINUM NAILS 


Produced by One of America’s Largest Manufacturers of Aluminum Insect Screening 


PACKED IN % HANDY “JOB SIZE” BOXES AND »% 50 LB. CARTONS 


























Phifer Aluminum Nails are made of a specially tempered aluminum 
alloy. They are harder and stiffer, drive straighter. They never streak 
or stain, do not have to be countersunk and puttied. Phifer Alu- 
minum Nails are etched by our own process to make them clean and Send us brochure and price list with specifications on 
sterile with great holding power. Phifer Aluminum Nails by return mail. 


PHIFER WIRE PRODUCTS 
Box 9007, Tuscaloosa, Ala. 


NAME 


PHIFER WIRE PRODUCTS ...... 


BOX 9007 TUSCALOOSA, ALA. 














CLIP AND MAIL COUPON TODAY 
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ONLY DARYL’S EXCLUSIVE PROFIT ENGINEERING GIVES 


1. SUCH EASY, LOW-COST INSTALLATION 


Saves precious time . . . Saves money. 


2. ELIMINATION OF PROFIT-CONSUMING 
CALL-BACK 


Once installed, Daryl products are right! 
No time nor money is squandered going 
back to adjust or repair. 


| Saou AND— ALL DARYL PRO- 


2 ma DUCTS ARE GUARANTEED 


Daryl’s lifetime guarantee 
fs : is on every piece leaving 
elle. the factory. 


= . 
Paality 
: Prost arte 


DARYL’S PROFIT ENGINEERED AND 
FACTORY GUARANTEED PRODUCTS 
ARE SOLD AT MOST COMPETITIVE PRICES! 


TH 
Pgs ECONOMY 1, 


. 
‘GH SHOWER @. 
MAGIC | 


PATIO MAGIC 
SHOWERAMA 
DELIVERED 


COMPLETELY up £ 
ASSEMBLED Without Glass “te DARYL PRODUCTS CORP. 


PAR yo feqietss Included, Extrusions Wrapped and Packaged 7240 N. E. 4th Ave., Miami, Florida 
Ready for Installation to Prevent Damage Phone: Plaza 4-265] 
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On this and subsequent 
pages of SOUTHERN 
BUILDING SUPPLIES, 
you are offered an excel- 
lent selection of litera- 
ture on new Building Ma- 
terials and products. For 
free copies, just fill in 
and return the handy 
postage-paid reply 
below to S-B-S. 
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Use This Handy Card 
NO POSTAGE REQUIRED Wilbetetd sere dclled 


by in the 
Addressee United States 


Postage No Postage 


Write in the code numbers of the 
HELPFUL BOOKLETS of which you 
want FREE copies — and also the 
code numbers of the NEW PRODUCTS 
on which you want more information. BUSI N ESS REPLY CARD 
Fill in your name, position, firm, and FIRST CLASS PERMIT NO. 582, SEC. 34.9, P, L. & R., ATLANTA, GA. 
address. Tear out and mail today! 
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Also use this handy postage-paid reply 


ecard for requesting information on 
items featured in PRODUCT PARADE. 


PRODUCT BRIEFS and S-B-S ADS. 





Company Name 


Street 


My Position 
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My Name 








BOARDS: Seasoned before surfacing to size, FLOORING: Controlled kiln-drying means a firm, smooth 
Available in a wide range of species and grades. surface for fine appearance and dependable service. 














DIMENSION: Scientifically kiln-dried framing PANELING: Kiln-Dried Panelings come in a wide choice of 
lumber contributes to sound, durable construction. species and patterns... also beautiful plywood panelings. 











Weyerhaeuser 


LUMBER AND BUILDING PRODUCTS 


Basically better because... 


ee T’S KILN-DRIE 
eliminates waste and 
reduces building 


time. End-Matched : 2 
items include wall Shown here are a few of the items in the complete 


and roof sheathing, line of Weyerhaeuser 4-Square Kiln-Dried Lum- 
Paci agp the finish ber products . . . lumber which you can sell 
coring, drop siding, ; 
and ceiling. profitably and with complete confidence. 
Trademarked Weyerhaeuser 4-Square Lumber 
is properly seasoned by scientifically controlled 
methods of drying. The result is lumber which 
has maximum strength, finishes easily, and holds 
nails securely. Kiln-drying also promotes dimen- 
sional stability. 

Besides being kiln-dried, Weyerhaeuser 
4-Square Lumber is precision manufactured, uni- 
formly graded, and carefully loaded. All of these 
features contribute to the uniformly high quality 
of Weyerhaeuser 4-Square Lumber that results 
in customer satisfaction and profitable repeat 
business for retail dealers. The Weyerhaeuser 
4-Square trademark is your assurance that you 
are buying lumber and related building products 
which over a period of many years have earned 
the reputation for reliability. 


SIDING: Weyerhaeuser 4-Square Kiln-Dried Weyerhaeuser Sales Company 


Sidings are available in a broad selection of pat- 
terns, grades, and species. Saint Paul 1, Minnesote 




















SOUTHERN BUILDING SUPPLIES for JANUARY, 1958 For more details on above items, use Coupon on Page 50 





PRODUCT PARADE 





OUTDOOR PLASTIC FILM 


A new type outdoor plastic film is 
offered by the American Sisalkraft 
Corp., Dept. SBS, Attleboro, Mass. 
It is said to be low in cost and ca- 
pable of transmitting almost 100 per 
cent of sunlight. 

A semi-rigid film, Sisal-Glaze is 
available in 100” and 300” lengths 
and in widths of 36” and 42”. It can 


be cut with ordinary scissors and 
attached with a small hand stapler. 

The plastic film is said to be ideal 
for greenhouses and solariums; for 
glazing summer cottages, utility 
buildings, and garages; and for en- 
closing porches, breezeways, and 
carports. It comes in .005 or .010 


thickness. 
Write P17 on prepaid reply card, page 50. 


STUD-PIN HAMMER 


Fastway Ham-R-Tool drives thread- 
ed studs and drive pins into con- 
crete, concrete block, mortar, brick, 
or steel. Lightweight and small 
enough to carry around in the 
pocket, this tool consists of a driver 
head with driver rod; a fastener 
guide assembly; and a rubber hand 


grip and leveling plate. 

The stud-pin driver is said to cut 
time and costs in fastening floor 
plates, furring strips, door bucks, 
sheet metal straps, to any hard ma- 
terial. It is offered by Fastway Fas- 
teners, Inc., Dept. SBS, 1656 East 
28th Street, Lorain, Ohio. 


Write P18 on prepaid reply card, page 50. 


STEEL BUILDING FRAMES 


Quik-Bilt steel building frames of 
gable roof type are now available 
from the Belson Mfg. Co., Engineer- 
ed Products Division, Dept. SBS, 
East River Road, North Aurora, II. 

The clear-span steel frames are 
suitable for any type warehouse, 
store, industrial or farm building 


— wherever low-cost, post-free 
floor space is specified. The building 
frames are available in five widths; 
30’, 40’, 45’, 50’ and 60’; and in three 
eave heights, 10’, 12’, and 15’. 


Write P19 on prepaid reply card, page 50. 


TRANSIT-MIX PLANT 


The Johnson Econoplant is a low- 
cost accurate transit-mix plant. It 
is standardized for quick delivery, 
easy erection, and convenient opera- 
tion by the C. S. Johnson Co., Dept. 
SBS, Champaign, III. 

The basic plant has three aggre- 
gate compartments with total heap- 
ed capacity of 45 cubic yards and 
one 70-barrel cement compartment. 

The 180 barrel-per-hour cement 
elevator has a 3-HP gearmotor with 
roller-chain drive and a boot hop- 
per for bagged cement or for ce- 
ment delivery by rear-discharge 
trucks. 

Steel floor framing, furnished for 
operating floor and ladder on ce- 
ment elevator, serves for access to 
operating floor and top of bin. Wood 
flooring, foundations, anchor bolts, 
motor starters and wiring are not 


furnished. 
Write P20 on prepaid reply card, page 50. 


WOODGRAINED HARDBOARD 


A woodgrained pattern, Misty Wal- 
nut, is offered by Masonite Corp., 
Dept. SBS, Box 777, Chicago 90, II1., 
in a factory-finished hardboard panel. 
It features shallow grooves in groups 
of five spanning an area 2%” at 16” 
intervals. 

The hardboard panels are 4’x8’ 
and 4” thick. They may be applied 
directly to wall studs 16” on center— 
or over a solid backing. 

The Misty Walnut pattern may be 
finished by application of varnish, 
clear lacquer, shellac, or wax. 


Write P21 on prepaid reply card, page 50. 


WALL CLOTHES-DRYER 


A new wall-cabinet type of clothes 
dryer is offered by the Louver Man- 


SOUTHERN BUILDING SUPPLIES for JANUARY, 1958 

















‘ 








No. 1104 Illustrated 


a new line for aluminum 


ALTA MOY TLEL ALLOA A TOY LM OYE) es 


New tulip knob design in choice of key-in-knob or slide lock 
styles. Pressure cast aluminum knob and lever handle. 

Extra strong, solid steel spindle; stainless steel escutcheon, 

bolt and strike with weather-protecting, baked-on aluminum or 
brass pigmented enamel finish. Tie bolt construction. Light 

bolt action for easy closing with door closer. For outswinging 
doors. Has 1” wide escutcheon for narrow stiles. Fast, easy 

Marinelli tolitels Meme ale M=Xele(-Malel(-Ma-te[ ia-te Pols) Mi isle-t-Mrtuilel| Magers aire) (=r o 


Adjustable surface mounted strike. Write for new brochure. 


DEXTER LOCH DIVISION 
Dexter Industries, Inc., Grand Rapids, Michigan 


In Canada: Dexter Lock Canada Ltd., Galt, Ontario. 
In Mexico: Dexter Locks, Plata Elegante, S. A. de C.V., Mexico City 


WORLD'S LARGEST MANUFACTURER OF LOCKS FOR SCREEN AND COMBINATION DOORS 


Dexter Locks are also manufactured in Sydney, Australia; Milan, Italy and Porto, Portugal 





LOCKS BY D 









screen 





Irma dealer 


As a dealer I know it’s important to 
stress quality and performance for 
products I handle. That’s why when 
lumber is being used near the ground 
or in contact with masonry, I tell the 
buyer to use Wolmanized® pressure- 
treated lumber. Then I know the 
lumber will last a lifetime and give 
complete protection against termites 
and rot. I’ve found that when I call 
attention to the low cost protection 
of Wolmanized pressure-treated 
lumber, it brings in more lumber 
business. 


PRESSURE-TREATED LUMBER 


If you’re a dealer inter- 
ested in — 

rowi rofit tials 
om eaalote, wetle ter this ee 
booklet. It tells you about Sys 
Wolmanized lumber, where SS 
to use it, where to get it. Ss 


Wolman Preservative Dept. g4— "= 


KOPPERS COMPANY, INC. 
1456 Koppers Building, Pittsburgh 19, Pa. 





Wolmanized°® 
PRESSURE-TREATED LUMBER 


For more details on above items, use Coupon on Page 50 





ufacturing Co., Dept. SBS, 3601 
Wooddale Avenue, Minneapolis 16, 
Minn. 

The LoManCo electrically operat- 
ed Bath-O-Dry clothes dryer may be 
installed either flush on the wall, 
or recessed as shown. It may also 
be used as an auxiliary bathroom 
heater or as a storage cabinet for 
towels, etc. 

The drying compartment contains 
three snag-proof, swing-out hang- 
ers for wet articles. Air is pulled 
in above the drying compartment, 
forced down over the heating ele- 
ment, through the clothes, and out 
through a louvered exhaust panel 
in the cabinet door. 

A dual control switch operates 
both a 4” suction-type fan and a 
325-watt heating unit. UL approved, 
it operates on a 110-220 AC-DC cur- 


rent. 
Write P22 on prepaid reply card, page 50. 


VERSATILE POWER SAW 


The G-Whiz has been added to its 
Whiz Saw electric power line by the 
Forsberg Mfg. Co., Dept. SBS, 125 
Seaview Avenue, Bridgeport, Conn. 
This low-priced power tool was de- 
signed for all homecraftsmen to per- 
form seven cutting jobs quickly and 
safely. 

The G-Whiz saws 2” lumber, plas- 
tics, light metals, hard rubber, press- 
ed woods, etc. It is said to perform 
the work of a coping, jig, scroll, 
band, or keyhole saw. Inside cuts 
can be made without boring a start- 
ing hole. 


Construction features include a 
heavy-duty motor, die-cast alumi- 


num housing and oil-less bearings. 
Write P23 on prepaid reply card, page 50. 


AUTOMATIC SAFETY BURNER 


The Donley Brothers Co., Dept. 
SBS, 13968 Miles Avenue, Cleveland 
5, Ohio, announces production of 
the first automatic safety burner on 
the market. 

The Donley automatic safety burn- 
er works on the principle of fre- 
quent small incinerator fires rather 
than larger fires at longer intervals. 


It eliminates the need for large com- 
bination chambers for accumulation 
purposes and reduces the air pollu- 
tion caused by larger fires. 

An adjustable clock timer pro- 
vides from 1 to 15 minutes of burn- 
ing each half hour. The Donley unit 
is equipped with a safety pilot. The 
entire control assembly is mounted 
in a 16-gauge steel box, 13” x 7” x 6”. 
All parts are approved by the Un- 
derwriters Laboratories or the 


American Gas Assn. 
Write P24 on prepaid reply card, page 50. 


INSULATION BATT 


An improved double-foil batt de- 
signed for easier handling is offered 
by the Barrett Division of the Allied 
Chemical and Dye Corp., Dept. SBS, 
40 Rector Street, New York 6, N. Y. 

The new Reflecto-Batt has a pri- 
mary release action that permits the 
batt to spring back to the specified 
thickness after being compressed. 
The batt has aluminum foil on both 
the vapor barrier and breather sur- 
faces and plain kraft paper on the 
sides. 

The product is available in 15” 
and 23” widths. 


Write P25 on prepaid reply card, page 50. 
* SR 


For more information, fill in prepaid 
reply card on page 50! 
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TUB ENCLOSURE 


The Stanley Building Specialties 
Co., Dept. SBS, N.E. 146th Street, 
North Miami, Fla., offers a new tub 
enclosure. The model No. 72 unit 
is available with flat fiber-glass 
panels or 3/16” and 7/32” obscure- 
glass panels. It is equipped with 
a new enclosed sill that leaves the 
tub edge free. 

Model No. 72 tub enclosures are 
available in standard sizes and are 
individually packed for easy stock- 
ing and shipping. The fiber-glass 
panels may be selected in ocean 
green, pearly white, pastel blue, 
yellow or rose. 

Two towel bars are furnished free 


with each unit. 
Write P26 on prepaid reply card, page 50. 


BASEMENT ALUM. WINDOW 


The new Vento Champion alumi- 
num basement sash is offered by 
the Vento Steel Products Co., Dept. 
SBS, 257 Colorado Street, Buffalo, 
NN: ¥. 

This new window combines the 


lightness of aluminum with the 
strength and rigidity of heavy ex- 
truded sections. It has a two-point 
contact of ventilator and frame to 
provide self-weatherstripping action. 
A snap-in glazing head eliminates 
use of putty. 

For poured foundations, the win- 
dow fits bucks used with Vento steel 
sash. A combination storm and 
screen unit is available — with 


storm panel removable from inside. 
Write P27 on prepaid reply card, page 50. 


COATED STEEL WINDOW 


The Truscon Steel Division of Re- 
public Steel, Dept. SBS, Youngs- 
town 1, Ohio, now offers a steel 
window for general use that re- 
quires little maintenance due to its 
special paint finish. 

Truscon’s “Supercoat” is a new 
two-coat paint process that seals the 
bonderized carbon steel or zinc sur- 
face against attacking elements. It 
consists of an epoxy-resin base coat 
and a smooth, hard, glossy finish 
coat of oven-baked paint, modified 


for exterior exposure. 
Write P28 on prepaid reply card, page 50. 
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NEW Johnson 
ECONOPLANT~ 


with cement weighed 
on a separate scale 











All-welded Johnson bin, 
tot. capacity 55 cu. yds. 


3 aggregate compartments, 
45 cu. yds. total agg. cap. 


70-barrel cement tank 
with aeration system 


180-barrel-per-hour 
cement bucket-elevator 


Elevator boot-hopper 
for bulk or bag cement 


3 cubic-yard Concentric 
elohidal-lammaalelaltie| Mdelatiae) | 


Separate cement scale 
meets rigid specs. 


IT’S YOURS FOR APPROX. 


$10,000 «0 


For a minimum investment, 
you can own this Johnson transit- 
mix Econoplant (as shown at left) 
with Concentric aggregate-cement 
batcher. It complies with the most 
rigid concrete specifications because 
cement is weighed on an individual 
scale — separate from aggregates. 
Econoplant is ideal for clamshell 
charging, has large aggregate bin 
openings. Charging height is only 
304% feet. Optional equipment, 
available at extra cost: belt con- 
veyor or bucket elevator for aggre- 
gates; cement silo; undertrack screw 
conveyor; bin signals; water meter; 
weather-proof electric control panel 
for plant motors (a package unit 
requiring only simple etd wiring). 
See Johnson distributor or write. 


Mail to: C. S$. JOHNSON CO., Champaign, Ill. 


Send us literature on low-cost Econoplant. 
NAME 

Wee... 

Sn aE 

CITY, STATE 





J801 BW SBS 


* BUCKETS 


* ELEVATOR SILOS 


For more details on above items, use Coupon on Page 50 





Dixie Sash and Door Jobbers Explore 
New Markets and Building Products 


NEW PRODUCTS and new mar- 
kets were the principal topics dis- 
cussed at the 18th annual winter 
meeting of the Southern Sash and 
Door Jobbers Assn. at the Hotel 
Roosevelt in New Orleans, La., 
December 2-4. 

At the membership meeting, 
Dixie jobbers discussed and ana- 
lyzed new products and problems 
within the industry, according to 
Secretary-Treasurer Tom _ Birch- 
field. Aluminum sliding glass doors 
for patios and other functions, pre- 
finished plywood paneling, and 
metal window units were enthusi- 
astically boosted as good lines by 
some jobbers present. 

The SSDJA new products report 
was quoted as showing “fairly high 
degree of satisfaction on wood 
units, higher than it was on metal.” 
It shows that 92 per cent of the 


jobbers rate double- and single- 
hung wood windows as “good” or 
“excellent.” 

Industry spokesmen detailed 
plans and the outlook for their 
building specialties. James F. 
Fowler, promotion director for the 
Douglas Fir Plywood Assn., an- 
nounced that 12 men had been 
added to the DFPA field promo- 
tion staff, making a total of 46 to 
work closer with the jobbers. 
These include 16 men working in 
SSDJA territory. 

Fowler urged jobbers to pro- 
mote more heavily the use of ply- 
wood for industrial and agricul- 
tural purposes. He said DFPA 
would spend much time and money 
this year toward convincing the 
farmer that plywood is a sensible 
material for him to use. 

The assistant manager of Pon- 


derosa Pine Woodwork, Bob Herbst 
declared that “beginning with 1958 
the woodworking industry has 
an opportunity it has never be- 
fore had. We have better than 60 
per cent of the new housing busi- 
ness. We have the faith of the con- 
struction people, faith in the 
quality, and service of our prod- 
ucts. 

“We can continue to regain much 
of the market we have lost, but 
the best we can ever hope for is an 
increased percentage of that mar- 
ket as it exists. This we can have 
only if we continue to produce and 
distribute the best possible prod- 
ucts. Cheapening that product will 
not get it to our market but will 
surely lose in the long run that 
which we now call ours.” 

In their speeches before the 
Southern sash and door jobbers, 
F. R. Weddington of Waco, head of 
Wm. Cameron & Co. and SSDJA 
president, and Dr. George Cline 
Smith, economic vice-president of 
the F. W. Dodge Corp., New York 
City, expressed mild optimism for 
the building outlook this year. 

Dr. Smith declared that “the 
best news, perhaps, is on the hous- 


Winter meetings of the Southern Sash and Door Jobbers Mrs. and Mr. Ken Wells, Lumbermen’s Millwork & Supply 


Assn. mean new friends and fellowship. New Orleans’ Co., Ardmore, Okla.; Wayne Lowrey, Cole Manufacturing 


French quarter, especially Antoine’s Restaurant, means 
good food and beverages. Put them together and you get 
a congenial gathering of jobbers and suppliers, like that 
seen above. All were guests of Foe A. Lawrence, South- 
western representative of Southern Oregon Plywoods, 
Grants Pass, Ore. (An “old newspaperman,” plywood 
peddler Lawrence has a nose for news and an eye for 
good photography.) 

Beginning with the man at extreme left and going up 
the left side of the table to the end, this gala party includes 
Carlton Wyche, Wyche & Co., Dallas, Tex.; Walter Reints, 
Reints Sash & Door Co., Oklahoma City; Mr. and Mrs. 
A. H. Faulkner Sr., Frontier Wholesale Co., Lubbock, Tex.; 


Co., Memphis; Mrs. and Mr. Kenneth Johnson, Dyke 
Brothers, Litthe Rock; Mr. and Mrs. H. Jeansonne, Cole 
Manufacturing Co., New Orleans; and Foe A. Lawrence, 
the host. 

Seated down the right (lower) side of the table are Mr. 
and Mrs. John H. Moore Jr., Buell & Co., Dallas, Tex.; 
Jeffrey Folse, New Iberia Wholesale Distributors, New 
Iberia, La.; Mr. and Mrs. H. L. Peek, Annona Manufac- 
turing Co., Annona, Tex.; Jack C. Convers, Wilson Lumber 
Co., San Antonio; Earl C. Houston, Central Wholesale Co., 
Shreveport, La.; Mrs. and Mr. P. J. Voorhies Jr., Lafayette 
Sash & Door Co., Lafayette, La.; and John H. Moore Sr., 
Buell & Co., Dallas. 
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ing front. It’s nothing to get wild- 
ly excited about, but it is good. All 
indicators point to the greatest 
demand for housing in our his- 
tory.” He predicted that this year’s 
anticipated downturns in commer- 
cial, industrial, and utility con- 
struction would be “more than off- 
set by continued increases in 
government construction and a 
mild upturn in housing.” 

Presiding over the meeting, 
Weddington was optimistic al- 
though he conceded that the in- 
dustry is about to enter another 
year’s operations without definite 
assurance of improved conditions. 
“We think it is wise to continue 
with our program of sound mer- 
chandising, marketing, and close 
supervision of operational costs.” 

The New Orleans meeting was 
attended by 434 members, wives, 
and guests. Two new members 
were accepted by the Southern 
Sash and Door Jobbers Assn.: 
Dealers Warehouse Corp., Knox- 
ville, Tenn., and the J. B. & C. A. 
Hutter Corp., Lynchburg, Va. 

The annual meeting of SSDJA 
is scheduled June 9-10 at the Hotel 
Peabody in Memphis, the organi- 
zation’s headquarters city. The 
1958 winter meeting will be held 
November 17-19 at Miami Beach, 
Fla. 


Atlanta Oak Flooring 
Opens Savannah Branch 


The Atlanta Oak Flooring Co. 
has opened its eighth branch sales 
office in Savannah, Ga., at 923 
East Bay Street. The branch super- 
visor is Paul Chastain, who had 
been managing the AOF sales 
branch in Orlando, Fla. 

According to Carl Berry, general 
AOF sales manager, the Savannah 
branch will carry complete stocks 
of flooring, domestic and imported 
hardwoods, West Coast lumber, 
plywood, G-E’s Textolite plastic 
surfacing, Homasote panels, and 
other building supplies. 

With headquarters in Atlanta, 
the Atlanta Oak Flooring Co. 
operates sales offices there and in 
Savannah; Charlotte and Raleigh, 
N. C.; Chattanooga, Tenn.; and 
Jacksonville, Miami, Orlando, and 
Tampa, Fla. 


Weyerhaeuser Now Better 
Serves West Va. Dealers 
The Weyerhaeuser Sales Co. has 


this month opened its 10th whole- 
sale distributing yard to serve lum- 





SEEED BUILDINGS 
for business and industry 


IMMEDIATE ERECTION » AMAZINGLY LOW COST 


DixIsTEEL BumLpINcs are planned to suit your specific needs. 
Virtually any length, width, or sidewall height can be obtained 
from standard units. Rigid-frame, clear-span, post-free construc- 
tion. A full variety of accessories available. You can own a 
DixisTEEL Building for as low as $1.50 per square foot. 


TYPICAL OF THE WIDE VARIETY AVAILABLE 





RETAIL STORE 
This building is 50’ x 100’ 


with no columns or obstruc- 
tions. Decorative front. Ware- 
house space in rear can be 
easily expanded. 





eeeoeeeeeeeeeeeeeeee 8? 





MAINTENANCE SHOP 


This open front clear-span 
building is 30’ x 100’. It is 
ideal for storage of materials, 
parts and equipment. Plenty 
of working space. 











MANUFACTURING 
PLANT 


This multiple building con- 
sists of two 70’ x 100’ units. 
Additional units can be added 
to sides or ends, when expan- 
sion is needed. 











FREE ESTIMATES—NO OBLIGATION 


STEEL BUILDING DIVISION 


Atlantic Steel Company 


P.O. BOX 1714 + ATLANTA 1, GEORGIA TRinity 5-344] 
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ber dealers in the tri-state area 
adjoining Pittsburgh, Pa. The 
Weyerhaeuser yard is located 12 
miles east of Pittsburgh at Murrys- 
ville, Pa. 

Managed by Matthew Pratt, the 
yard will warehouse large and di- 
versified stocks of Weyerhaeuser 
4-Square kiln-dried lumber from 
15 Western mills, and also ply- 
wood, decorative paneling, and 
allied building materials. Pratt had 
been Weyerhaeuser sales repre- 
sentative in the Pittsburgh area 
for five years. 

The new warehouse of all-wood 
construction is similar to that 
opened last year in Louisville, Ky. 
It is designed for economical stor- 
age and efficient mechanical han- 
dling, including end-loading with 
fork-lift trucks. 


STRICTLY 
WHOLESALE 





MIAMI, FLA.: The Reynolds Alu- 
minum Supply Co. has leased the 
building adjoining the company’s 
present warehouse at 3640 N. W. 
52nd Street here. This expansion 
will increase Rasco’s Miami facili- 
ties 100 per cent. Robert G. Stuyver- 
son is sales manager and Emried D. 
Cole is plant manager here. 


LOUISVILLE, KY.: The Jenkins 
Lumber & Manufacturing Co. of 
Alabama has named Spickelmier 
Products here as distributors for the 


LUMBER DISPLAY ATTRACTS HOME-SHOW VISITORS 





Paul Mahar is shown chatting with a home-owner at the Logan Lumber Co.’s 

attractive display at the Home Builders Show in Miami, Fla., recently. Over 

200,000 persons viewed the display during the eight-day show. The 10’ x 20 

display showed 21 different kinds of domestic and exotic woods in panel sec- 

tions. PlyWelsh V-grooved prefinished plywood paneling was shown in eight 

finishes and six different woods. The Logan display is available, at no charge, 
to lumber dealers for use at local home shows or fairs. 


new Jenkins line of wood and door 
window units in this area. 


FORT WORTH, TEX.: The Chick- 
asaw Lumber Co. has been named 
local distributor of the Curtis line of 
quality woodwork, including Silen- 
tite double-hung windows by Curtis 
Companies, Inc., of Clinton, Iowa. 
Chickasaw will stock a complete line 
of windows, doors, frames, and 


OZARK DEALER-CONTRACTOR MEET ATTRACTS 150 


This dealer-contractor meeting recently in Springfield, Mo., brought together 
150 lumber dealers, builders, and architects from the Ozark area. It was jointly 
sponsored by Toombs & Company, Springfield building material wholesalers, 
and the Andersen Corporation of Bayport, Minn. Jerry Staples, Andersen rep- 
resentative from St. Louis, stresses the features of his firm’s latest line of 
window units. It was reported by Dave Toombs to be the largest and most 
enthusiastic group to attend such a meeting in two years. 


screens. It will handle factory orders 
for Curtis mantels, cabinets, mold- 
ing, trim, jambs, gliding doors, stair 
parts, awning and panel windows. 


VALDOSTA, GA.: The inventory 
and warehouse of the Campbell Coal 
Co. here has been purchased by a 
new wholesale firm, the Orvis Corp. 
Head of the Orvis firm is W. N. 
(Billy) Peeples, veteran sales man- 
ager of the J. N. Bray Co., Valdosta 
building material dealers and con- 
tractors. 


MONTGOMERY, ALA.: Pitman 
Brothers, Inc., now occupy their new 
warehouse and office building at 
3224 Mobile Road here. This build- 
ing supply wholesale firm is headed 
by Jack B. Norment. Pitman Broth- 
ers are distributors for Libbey- 
Owens-Ford glass and other nation- 
ally famous brands of building 
materials. 


HOUSTON, TEX.: Managed by 
George Rummell, the Houston 
branch of the United States Plywood 
Corp. has moved into a new building 
at 6122 Kirbyville. It now has 47,000 
square feet of warehouse space and 
a 3,000-square-foot office. 


CHARLESTON, S. C.: William M. 
Bird & Co., Inc., now are serving 
their dealer and industrial custom- 
ers from a handsome new warehouse 
at 1142 East Bay Street Extension. 
Managed by James M. Hagwood, 
this wholesale firm recently held 
“open house” to show off its new 
quarters and facilities. Bird distrib- 
utes LOF glass and other building 
supplies. 
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SILENT SALESMEN 





HARDWARE DISPLAY CARTON 


Six popular items of Ives alumi- 
num builders hardware now come 
in Bin-Pak cartons for self-storing 
and self-servicing. The cartons are 
12” long and 6” wide. 

Each Bin-Pak contains 150 of any 


BIN-PAK 


of these Ives items: casement sash 
fastener, bar sash lift, coat and hat 
hook, or two types of door stops. 
Seventy-five hand-rail brackets in 
four finishes come in a Bin-Pak. 

All hardware is_ individually 
wrapped with screws in polyethy- 
lene. Labels clearly identify quanti- 
ty, finish, and base number. 

Contact: H. B. Ives Co., Dept. SBS, 
New Haven 8, Conn. 


HAND-TOOL MERCHANDISERS 


Two new Handyman merchandising 
units present Stanley hand tools to 
their best advantage. The HT 2 
unit displays 198 matched Handy- 
man items. It is designed for place- 
ment on an IRHA gondola, a shop- 
ping island or a wall. 

The HT 3 unit includes 27 pre- 
ferred matched Handyman products 
mounted on perforated hardboard. 
The display measures 24” high, 30” 


wide on the back panel, and has 
a bin area 29%” wide and 11” deep. 

Contact: The Stanley Works, Dept. 
SBS, New Britain, Conn. 
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ALUMINUM WINDOW GUIDE 


A colorful, illustrated booklet, en- 
titled “Tips on Selecting Windows 
for Your New Home,” is offered as 
a guide to homebuyers and remod- 
elers. 

The 16-page booklet describes 
these six different types of alumi- 
num windows and their uses: case- 
ment, double hung, awning, project- 
ed, horizontal sliding, and jalousie 


windows. Also included are tips for 
window buying and maintenance 
tips, and a list of manufacturers who 
make AWMA “Quality Approved” 
aluminum windows. 

Contact: Aluminum Window Man- 
facturers Assn., Dept. SBS, 45 North 
Station Plaza, Great Neck, N. Y. 


REMODELING IDEA BOOK 


A fully illustrated booklet, “77 Ideas 
for Remodeling Your Home with 
Fir Plywood,” is offered by the 
Douglas Fir Plywood Assn. It con- 
tains 16 pages of practical sugges- 





MANUFACTURERS 
... all kinds of 





HUTTIG IS AS NEAR AS 
YOUR TELEPHONE! 


Your specifications are handled quickly 
from our convenient assembly plants - ware- 
houses ... millwork to order or from stock 
...complete stocks of quality building pro- 
ducts! Our representatives are ready to help 
you with your customers’ problems, if you 
wish! Why not call your Huttig man, now? 


HELPING YOU BUILD THE SOUTH 


Quality Millwork, 
Doors, Windows, 
Window Units, Door Units 


DISTRIBUTORS 
nationally - known 
BUILDING PRODUCTS 


ANDERSEN Windowalls 
GENERAL flush doors 
TWINDOW 
THERMOPANE 

BERRY steel garage door 
MARLITE products 

AFCO tile products 
UPSON wallboards 
KIMSUL insulation 
INSULITE products 
TEMLOK insulation 
REYNOLDS windows 
ARMATOL wood preserver 
MIAMI bathroom cabinets 
PRECISION stairways 
DURALL tension screens 
COFFMAN ornamental iron 
WEISER lock hardware 
...and many others 





SASH & DOOR CO. 


Since 1885 ¢ St. Louis 10, Mo. 


*Birmingham Sash & Door Co. 
**Memphis Sash & Door Co. 
tAmerican Sash & Door Co. 
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REVOLUTIONARY! 


LoManCo Sectional Louvers 


Sections of a large louver are assembled quickly using Even a large model is easy for one man fo 
slip-joint fa teners to hold them together handle and install without_any assistance 


Introducing an entirely new concept of louver design 
and construction. Louvers made up of sections—which 
can be used in different combinations to make up venti- 
lators with from 21 to 614 sq. inches of free area, from 
2 to 12 feet in base length . . . which can be easily as- 
sembled and installed by one man in a few minutes .. . 
which can be installed in the rough opening either as 
one unit or piece-by-piece! 


AN AMAZINGLY VERSATILE NEW DESIGN 


Fe combining the 8 basic 2 ft. sections of the new Lo- 
anCo Sectional Louver in different ways, a builder 
can make up over 25 triangular and odd-sized ventila- 
tors. Automatically, when a builder has one set of these 
versatile louver sections he has a ventilator for use in 
any one of a hundred different ways—for standard 
gable end installations . . . for problem type, hard-to-fit 
installations. No other product on the market answers 
so many ventilating needs so well. 


A QUALITY PRODUCT 


New LoManCo Sectional Louvers are made of heavy 

gauge, rust-proof aluminum. Each section is completely 

ee assembled, and comes with 8x8 mesh bug screens in- 

Typical using stalled. When sections are to be used together, specially 

of triangular ventilators designed aluminum slip-joint fasteners fit over the 
flashing edges, holding sections firmly together. 


AVAILABLE IN COMPLETE SETS 
OR BY INDIVIDUAL SECTIONS 


New LoManCo Sectional Louvers may be purchased in 
complete 8 piece sets, by individual sections, or in 2, 4, 
or 6 section sets to meet specific ventilating needs. They 
are available for both 4” and 5” rise per ft. roof pitches. 


Get all the Facts about the building industry’s most revo- 

lutionary new idea in ventilation. Ask your jobber or 
Separate sections can also be used alone or dealer for complete information, or write today for 
as parts of odd-sized louvers literature and details. 





Complete assembly and installation of this 8 foot, 4 section model was completed in only 8 minutes 


WORLD'S LARGEST EXCLUSIVE LOUVER MANUFACTURER 


LOUVER MANuracturine COMPANY 











tions on exterior and interior re- 
modeling. 

A list of available Douglas Fir 
Plywood Association plans and 
other literature on remodeling is 
also included. 

Contact: Douglas Fir Plywood 
Assn., Dept. SBS, Tacoma 2, Wash. 


CEDAR SHAKE DISPLAY 


Dealers who use 
NRLDA - type 
display panels 
may obtain a 
free display kit 
featuring red ce- 
dar singles and 
shakes from the 
Red Cedar Shin- 
gle Bureau. 
Designed for 
use on 30” x 80” 
perforated pan- 
els, the kit in- 
cludes sample 
shingles and ma- 
chine - grooved 
and hand - split 
shakes. Also in- 
cluded are prod- 
uct literature and 
two full-color photographs. 
Contact: Red Cedar Shingle Bu- 
reau, Dept. SBS, 5510 White Build- 
ing, Seattle 1, Wash. 


SB SMP 


SLIDING DOOR HARDWARE 


A new Grant sliding door “center” 
may be used either as a standing 
floor display or as a counter unit. 
It is offered free with the purchase 
of Grant hardware. 

The display center contains two 
working models of Rocket single- 
and double-wheel hardware, and 
one model of four-wheel hardware 
for doors. Eye-catching, full-color 
signs and descriptive literature are 
included. 

Contact: Grant Pulley and Hard- 
ware Corp., Dept. SBS, High Street, 
West Nyack, N. Y. 
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THIS IS THE LINE YOU ASKED FOR 


STANLEY : 
New aluminum products...Single and Double Hung 


Windows, both residential and commercial; Horizontal Sliding Window with 
Integral Fin Trim; Tub Enclosure available with fiberglass panels in 5 colors or 
obscure glass. These, together with the Horizontal Sliding Window for wood buck 
installations, Awning Windows, three types of Jalousie Windows, Jalousie Strip 
Hardware and Thresholds, make a complete line of aluminum windows and 
building specialties available from one reliable source. 


All Stanley Windows are etched and lacquered. 





AND THERE ARE MORE TO COME! Qo 
ALL AWMA APPROVED... Ban 


MEET ALL NEW FHA REQUIREMENTS! ome Pree en ca 


We don’t have to say any more—the Stanley name speaks for itself! 
Write to Stanley Building Specialties Company, Subsidiary of The Stanley Works 
Certain of New Britain, Conn., Dept. sBsi, 1890 N.E. 146th St., North Miami, Florida, for free 


desirable brochures and prices on the complete product line, or ask to see a Stanley salesman. 


ost contiahte: Warehouse stocks in 





Camden, Atlanta, Elkhart, Houston and Los Angeles to serve you better 


AMERICA BUILDS BETTER AND LIVES BETTER WITH STANLEY 


This famous trademark distinguishes over 20,000 quality products of The ee een 
STA N L E Y builders and industrial hardware * drapery hardware + door controls « aluminum windows stampings « springs 
coatings + strip steel « steel strapping—made in 24 plants in the United States, Canada, England and Germany 
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DEALER NEWS 





WEST VIRGINIA 


WILLIAMSON: Wendell H. Var- 
ney has been named sales manager 
of the Mingo Lime and Lumber Co., 
to succeed Wade H. Crawford, de- 
ceased. Varney has been connected 
with the firm since 1935. The Mingo 
company recently opened a branch 
yard in Narrows, Va. 


FLORIDA 


TALLAHASSEE: The Wilson Con- 
struction and Supply Co. here has 
closed out its building-material re- 
tailing operations and liquidated its 
stock. 


JACKSONVILLE: D. J. Lanahan 
of the Lanahan Lumber Co. has been 











This small load of Marlite win panei an average 
12x15 room...Nets you a neat $113 profit! 


RAI ‘. 
Your profit per sale is much 

? greater when you sell Marlite 

x qs plastic-finished paneling. 


— Compare your profit on other 
wall and ceiling materials for a 12x15 
room with the $113 you make on 
Marlite Plank and Block and the re- 
quired Marsh mouldings and Marsh 
adhesive for the same room! Marlite 
is easy to handle, and easy to sell. You 
need carry only a limited stock of your 
fast moving items, for there is a con- 
venient wholesaler in every area to fill 
your orders promptly. And the compact 


Marlite packages require minimum 
space in your own warehouse storage. 

Colorful Marlite advertisements in 
leading magazines reach your best pros- 
pects in both the residential and non- 
residential markets. And there are many 
effective selling and advertising aids 
available to help you sell Marlite! Call 
your Marlite representative or whole- 
saler today and take advantage of your 
building and remodeling sales oppor- 
tunities with profitable Marlite. Marlite 
Division of Masonite Corporation, 
Dept. 197, Dover, Ohio. 


Marlite 


plastic-finished paneling 


MARLITE IS ANOTHER QUALITY PRODUCT OF MASONITE® RESEARCH 
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elected to a three-year term on the 
board of governors of the Jackson- 
ville Area Chamber of Commerce. 
... The Coleman Evans Wood Pre- 
serving Co. here has affiliated with 
the American Wood Preservers In- 
stitute. 


ARKANSAS 


JONESBORO: The _ Jonesboro 
Lumber Co. has moved into a new 
building at 107 South Fisher. The 
“old” building, across the street, 
has been converted into a warehouse 
for the lumber yard. 


ALABAMA 


SELMA: Eugene Rush recently 
opened the Eugene Rush Building 
& Supply Co. at 2425 North Broad 
Street here. He also operates the 
Eugene Rush Construction Co. 


MISSOURI 


CAPE GIRARDEAU: Formal 
opening of the remodeled and en- 
larged Cape Lumber Co. here was 
a three-day event. F. W. Kurre Jr. 
is president. E. H. Wilson manages 
the retail lumber yard. 


ST. LOUIS: William Lambert 
Behan Sr., chairman of the board 
of the Hill-Behan Lumber Co., has 
been named a Knight of the Sover- 
eign Order of Malta by Pope Pius 
XII. He will be knighted at cere- 
monies in New York City on Janu- 
ary 20. 


KANSAS 


DODGE CITY: The Antrim Lum- 
ber Co. has moved from 711 Third 
Avenue to new quarters on East 
Chestnut Street. The new building 
provides 24,000 sq. ft. of space for 
a modern showroom, office, and 
warehouse. Mechanical loading 
equipment is provided on two load- 
ing docks and two ramps. Carl H. 
Cockrell is manager. 


GARNETT: The J. C. Jones Lum- 
ber Co. lumber yard here has been 
purchased by the Star Grain & Lum- 
ber Co. Stanley Morey, formerly 
with Jones, will manage the lumber 
yard. 


EL DORADO: The Butler Lumber 
Co. is under the new management 
of Clifford Swartz, formerly of 
Salina. Don Hill is assistant man- 
ager. Homer Holem is yard foreman. 


CHARTER OF INCORPORA- 


TION: Richolson Lumber & Hard- 
ware Co., Inc. 
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DISTRICT OF COLUMBIA 


WASHINGTON: The Barber and 
Rose Co. opened the largest retail 
building-supply house in the district 
at 2323 4th Street, N. E., here re- 
cently. The 46,000-square-foot build- 
ing stocks a complete line of build- 
ing materials with emphasis on Do- 
It-Yourselfer displays. Barber and 
Ross also maintain structural steel, 
lumber-millwork, and prefabricated 
home divisions. The firm was found- 
ed in 1878. 


GEORGIA 


THOMASTON: The Frank Bin- 
ford Supply Co. here has purchased 
the property and inventory of the 
Upson Supply Co. and consolidated 
its operations at the Upson yard. 
J. S. Storey, who owned the Upson 
Supply Co., has “retired” due to 
ill health. 


SOUTH CAROLINA 


CHARLESTON: Curry Builders 
at 132 East Bay Street, are the new 
sales representatives for the Steel- 
craft Manufacturing Co.’s complete 
line of steel buildings. Curry will 
service the state of South Carolina. 


NORTH CAROLINA 


DUNN: The Nu-Home Builders 
Supply, on the Benson Highway, has 
opened a paint and building special- 
ty department under the personal 
supervision of John Wilkins. 


MAYODAN: Fire last month de- 
stroyed the lumber, paint, truck, and 
building of the Mayodan Lumber 
Co. here. It was owned by K. E. 
Thomas, who operated the yard on 
a part-time basis. 


LOUISIANA 


ALEXANDRIA: The Central Lum- 
ber Co. recently celebrated its 20th 
anniversary in the lumber business 
with an elaborate “open house.” A 
home improvement clinic was held, 
and door prizes were given. The 
first prize was $100.00 in cash. 


SHREVEPORT: Northwest Loui- 
siana lumber officials recently paid 
homage to W. B. Bolinger at a dinner 
at the Shreveport Country Club in 
celebration of his 50 years of service 
with S. H. Bolinger and Co., Ltd. 
He joined the firm in 1907 as a for- 
ester at Bolinger, Ala. He now is 
secretary of the company and heads 
its land and forestry departments. 
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CUSTOMERS 
asked 


ov 





ct! 


ONCE AGAIN 


HAS THE 
ANSWER 


VULCO’S NEW 
EXTRUDED 
ALUMINUM 


SCREEN DOOR 
IS THE 


® LOWEST PRICED 

© EASIEST TO FABRICATE 
© EASIEST TO INSTALL 
SCREEN DOOR ON THE 
MARKET TODAY 


By adding the Vulco 
Aluminum Screen 
Door to your line, you 
give yourself a TRE- 
MENDOUS ADVAN- 
TAGE! And you need 
no extra equipment 
. . « you can fabricate 
and install this com- 
pletely new door with 
a screw driver, drill and hacksaw merely by 
following a simple instruction sheet. Ex- 


panding channels on the Vulco door eliminate the headaches of odd-size doors— 
make installation a matter of minutes. All this at an extremely low price . 
clip and mail the coupon below for complete details. 


A Leader in the Industry since 1945 
Member: “National Association of Manufacturers” 
~ “Frame Screen Manufacturers Association” 


QUALITY GUARANTEED — MAIL COUPON TODAY 


Y 


METAL PRODUCTS, Inc. 


2801 6th Avenue, 


Birmingham, Ala. 


NEVER gout COMPETITOR 


South 


To: Vulcan Metal Products, Inc., Dept. sas 
280! éth Avenue, South 
Birmingham, Alabama 


Please send me complete information about 
VULCAN Quality Products and VULCAN 
Service. No obligation. 


NAME 





ADDRESS 





CITY STATE 





Sales Offices: Atlanta, Ga.; Birmingham, Ala.; Boston, Mass.; Chicago, Ill.; Liberty, 
Mo.; New Smyrna Beach, Fla.; Somerville, N.J.; Tyler, Tex.; York, Pa. 
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OKLAHOMA 


GUYMON: The Guymon Lumber 
Co. has resumed operations here in 
the larger, former yard of the Big 
Joe Lumber Co. It was bought from 
the Big Jo Lumber Corp. in Wichi- 
ta, Kan., by J. D. Bartlett of Clinton 
and William Bartlett of Canadian, 
Tex., owners of the Guymon firm. 
Alvin Earnst continues as manager 
of the Guymon Lumber Co. in its 
larger quarters. The Guymon yard 
was burned out on October 2. 


WESTVILLE: The Akin Lumber 
Co. plans to expand by adding a 
new display room for furniture and 
appliances. The new structure will 
connect with the present display 
and office buildings, according to 
John Henderson, manager. 


TEXAS 


AUSTIN: Mr. and Mrs. Harry 
Gordon now reside in their home 
here, started three years ago by 
“mail-order” arrangements through 
the Calcasieu Lumber Co. Although 
the couple formerly lived 2,000 
miles away, on Aruba island off the 
coast of Venezuela, plans were ex- 
changed by mail, and the house 


completed for the Gordon’s return 
to their native state. 


EDNA: Steve Gilstrap is new 
manager of the Edna Lumber Co. 
here. He had served the Alamo Lum- 
ber Co. in Eagle Lake for five years. 


DALLAS: The Redwood Lumber 
Co. recently celebrated its fifth year 
in the lumber business here with 
the formal opening of its new dis- 
play room, offices, and lumber yard 
at 9922 Harry Hines Boulevard. The 
firm reduced redwood prices 10 per 
cent and redwood furniture prices 
20 per cent for persons attending its 
“open house.” 

KARNES CITY: The W. H. Norris 
Lumber Co. of Houston, has closed 
its Karnes City Lumber Co. yard 
here. 





OBITUARIES 





DEAVER GADDIS, 45. Owner of 
the Gaddis Lumber Co. in Canton, 
Ns, 


FRANK CHARLES STEBBINS SR., 
70. A director of the Mississippi Re- 
tail Lumber Dealers Assn., he was 
a salesman for the Virden Lumber 


and Steel Co. in Greenville, Miss. 


PHILLIP HARRINGTON ' CAR- 
ROLL, 62. Secretary-treasurer of 
the Carroll Lumber Co., Alexan- 
dria, La. 


WALLACE H. SHAMBURGER, 64. 
Secretary - treasurer and_ general 
manager of the Bucy-Ingram Lum- 
ber Co. He had been with the Fort 
Worth, Tex., firm for 35 years. 


GEORGE L. DUBOIS, 55. Southern 
district manager of the Kimberly- 
Clark Corp., Atlanta, Ga. 


STANLEY E. GREEN JR., 43. Presi- 
dent of the Prassell Lumber Co., 
San Antonio, Tex. He was president 
of the San Antonio Retail Lumber 
Dealers Assn. and a director of the 
Lumbermen’s Assn. of Texas. 


LAURIE J. HICKS, 37. Partner in 
the Hicks Lumber Co., Bamberg, 
S. C. 


MRS. MARY L. GARNER, 103. 
Mother of E. M. Garner, secretary- 
manager of the Carolina Lumber 
and Building Supply Assn., at her 
home in Union, S. C. 


ALEX S. WATKINS. President of 
Alex S. Watkins, Inc., Henderson, 
N. C., 1940 president and a life 
director of the Carolina Lumber and 
Building Supply Assn. 








uv-r-Pak Lhe. 


Galvanized 


and Aluminum 


Independent Study Now 
Available to Industry tests 


RESEARCH DATA 
RELEASED BY OU ReD- WAL 


3. Mortar Locks 
a. Report of comparative 


VENTILATORS 


@ PRIME COATED 


(Galvanized) 


e@ FHA APPROVED 


@ HEAVY GAUGE 
METAL 


@ WEATHER-PROOF 
@ EASILY INSTALLED 





FLUSH TYPE 


one piece, 
nothing to © 
assemble 


ROOF VENTS EAVE VENTS 


LOUV-R-PAK, INC. 


3629 E. FIRST ST. FORT WORTH, TEXAS 





Write for name and address of your nearest Distributor. 


In an effort to obtain pertinent 
information as to how joint re- 
inforcing actually affects the 
strength of masonry construc- 
tion, Dur-O-waL sponsored a 
program of research carried on 
by the Research Foundation of 
the University of Toledo in 
1956. 

A total of 39 walls, 9’-4”x 4’ 
were built and tested. More 
than two dozen tension tests 
were made on plain and de- 
formed wires; 80 pull-out tests 
were made to determine bond 
characteristics. 


Guide for Comparison 


Three points of importance in 
comparing quality — 
1. Weight of material 

a. Comparison of actual 
weight per 1000 lineal 
feet. 

b. Flexural strength in re- 
lation to weight of 
steel in wall. 

2. Deformation 
a. Report of tests 





You are invited to send for your 
copy of the research findings to 
learn how this truss design 
member provides superior lat- 
eral and horizontal reinforcing. 


Manufacturing and 
Distributing Facilities 
More than 8,000 dealers stock 
Dur-O-waL, which is distributed 
in key markets throughout the 
United States. It is readily 
available in your area now. 
Dur-O-waL is manufactured by 
the Dur-O-waL Division, Cedar 
Rapids Block Company, Cedar 
Rapids, lowa; Dur-O-waL Prod- 
ucts, Inc., Box 628, Syracuse, 
N.Y.; Dur-O-waL of Illinois, 
119 N. River Street, Aurora, 
Illinois; Dur-O-waL Products of 
Alabama, Inc., Box 5446, Bir- 
mingham, Alabama; Dur-O- 
waL Products, Inc, 4500 E. 
Lombard St., Baltimore, Md.; 
Dur-O-waL Div., Frontier Mfg. 
Co., Box 49, Phoenix, Ariz.; 
and Dur-O-waL, Inc., 165 Utah 
St., Toledo, Ohio. 
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OFF! 


. . . Association officials express 


their views on timely industry topics 





Florida Dealers Save On Four Kinds 
of Insurance Through Assn. Exchange 


By MARIE BENNETT, 
Executive Secretary, 
Florida Lumber and 
Millwork Association 


AMONG THE SERVICES offered 
to members of the Florida Lum- 
ber and Millwork Association are 
the savings and personal service 
of the Florida Building Material 
Exchange, the association’s own 
reciprocal insurance company. 
Any member in good standing 
can join the insurance exchange 
and participate in its benefits by 
executing a subscriber’s agreement 
and an application for any or all 
types of insurance written by the 
exchange. No subscription fees or 
capital deposits are required. 
The exchange was organized in 
the fall of 1953 and duly licensed 
by the Florida Insurance Depart- 
ment to write these types of in- 
surance: workmen’s compensa- 
tion, fire and extended coverage, 
automobile, and general liability. 
Through personnel especially 
trained in the problems of the 
lumber, building material, and 


Uhl Retires after 
37 Years with Teco 


President Harry G. Uhl of the 
Timber Engineering Company — 
engineering and research affiliate 
of the National Lumber Manu- 
facturers Association — retired 
recently after 37 years of service 
to the lumber and wood-using in- 
dustries. 

Uhl announced his retirement 
at the annual meetings of the 
National Lumber Manufacturers 
Assn. and Timber Engineering Co., 
an occasion marked by special 
tribute to him from leaders of 


millwork industry, the associa- 
tion’s insurance company provides 
safety engineering, fire prevention, 
and claim adjusting service on a 
personalized basis to its subscrib- 
ers. Such services can be render- 
ed beyond the normal scope of 
other insurance organizations be- 
cause of the limitation of mem- 
bers in the exchange to associa- 
tion members only. As inter-in- 
surers, the subscribers have a most 
personal interest in keeping losses 
to a minimum. In fact, the sub- 
scriber’s agreement provides for 
the disqualification of a subscriber 
for acts detrimental to the inter- 
ests of other subscribers, which 
means, particularly, the failure of 
a subscriber to adhere to the safety 
and fire prevention measures ac- 
cepted as custom by other sub- 
scribers. 

The Florida Building Material 
Exchange is controlled by its 
subscribers through their advisory 
board, consisting wholly of sub- 
scribers duly elected at the an- 
nual subscribers’ meeting, all of 
whom are members of the Florida 
Lumber and Millwork Associa- 
tion. The affairs of the exchange 
are examined at least once every 
three years by the Florida Insur- 


the lumber manufacturing indus- 
try for his long record of service. 

At the meetings, the 25th an- 
niversary of the Timber Engineer- 
ing Co. was celebrated. Uhl help- 
ed establish the company in 1933 
and was one of the original di- 
rectors of the corporation. 

A native of Marion, Ohio, and 
a graduate of the College of 
Wooster, Uhl held the post of vice- 
president and secretary for Teco 
from 1933 to 1944. Since then, he 
has served as president of the 
lumber industries’ engineering and 
research service arm. 

The widespread recognition of 
timber as an engineering mate- 
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ance Department in the same 
manner as any other insurance 
company operating in the State 
of Florida. 

All money paid in is accounted 
for to each subscriber and none 
goes into a general pool — such 
as in the case of mutual insurance 
companies; or to stockholders, as 
in the case of stock insurance 
companies. The subscribers con- 
trol the operations of their com- 
pany and, therefore, do not have 
to depend on the judgment of out- 
of-state individuals who are not 
acquainted with our problems. 

At a recent meeting of the ad- 
visory board of the exchange and 
the board of directors of the 
association, the attorney-in-fact 
reported that the exchange is 
making money and progressing 
satisfactorily. However, it takes 
some time for a new company 
to build up its unexpended pre- 
miums. New business is_ being 
written every day and the ex- 
change is definitely a going com- 
pany. 

Every successful trade associa- 
tion is dedicated to help its 
members do things which they 
are unable to do alone. It is also 
developing new programs to assist 
its members reduce operating 
costs and increase profits. Mem- 
bers who are participating in the 
exchange are not only saving on 
their insurance costs, but also 
building up an equity in the ex- 
change returnable to them. 


rial is said to have been due 
largely to Uhl’s efforts in promot- 
ing sale of the Teco connector 
system of construction. 

The newest Teco service is 
bringing the “why” and “know- 
how” of trussed rafter fabrica- 
tion and merchandising to deal- 
ers, through the cooperation of 
local retail lumber dealer asso- 
ciations and Hoo-Hoo clubs. This 
service is provided without charge. 

Dealers and Hoo-Hoo clubs can 
arrange for the demonstration at 
their local meetings by contacting 
Timber Engineering Co., Dept. 
SBS, 1319 18th Street, N. W., 
Washington 6, D. C. 





HERES A SALESMAN 
THATS BEEN SELLING 


or 40 Years 





fhis TIME-TESTED Long-Bell Creosoted 
Post has been on the job near York- 
town, Ill. for 40 years. This, like 
millions of other L-B Posts all over 
the country, is giving.constant service 
and satisfaction. They have built an 
acceptance for Long-Bell dealers 
everywhere. 


Long-Bell Creosoted Posts are pres- 
sure -treated with 100% creosote oil, 
almost a half gallon in the average- 
sized line post. 


Manufacturers of these other “life- 
time” products— 


CREOSOTED SOUTHERN YELLOW PINE & 
DOUGLAS FIR: 
POSTS ¢* POLES ¢ PILING 
LUMBER ¢ CROSS ARMS « TIES 
WOLMANIZED® DOUGLAS FIR LUMBER 
UNTREATED FABRICATED TRUSSES 


629 W. Bidg. 410 T&P Pass. 
Houston, Texas Station Bidg. 
209 Phildor Bidg. Ft. Worth, Texas 
Dallas, Ti 415 New Moore Bidg. 
P. O. Box 192 San Antonio, Texas 
DeRidder, La. Leonhardt Bidg. 
Okla, City, Okla. 


There Is No Substitute 
For The L-B Brand 


qi Wy " if A 
- INTERNATIONAL PAPER COMPANY 


[onc-Re 


Diviston 
KANSAS CITY,MO. + LONGVIEW, WASH 
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HELPFUL 
LITERATURE 





INSULATING ROOF DECK. A six- 
page folder covers Johns-Manville’s 
3-in-1 insulating roof deck, which 
provides a finished ceiling, insula- 
tion, and a base for roofing, all in 
one panel. Included also is descrip- 
tion of how to install J-M’s Seal-O- 
Matic shingles or built-up roofing 
over the deck. Johns-Manville Corp., 
Dept. SBS, 22 East 40th Street, New 
York 16, N. Y. 


DOCK-LOADING OPERATIONS. A 
new four page bulletin, “Difficult 
Dock Problems and How to Solve 
Them,” identifies many common and 
uncommon problems encountered in 
every-day dock-loading operations. 
It points out how many companies 
have found practical, cost-saving 
solutions through the application of 
lightweight magnesium dock boards, 
mobile loading ramps, and portable 
ramps. Magline Inc., Dept. SBS, 1900 
Mercer Street, Pinconning, Mich. 


TIMBER DESIGN. “Timber Design 
and Construction Handbook,” a new 
reference book prepared by the Tim- 
ber Engineering Co., is a complete 
compilation of basic reference mate- 
rial. It offers information needed 
to develop and construct the best, 
most economical wood structures. 
Timber Engineering Company, Dept. 
SBS, 1319 18th Street, N.W., Wash- 
ington 6, D. C. 


MARBLE USES. Many uses of mar- 
ble in building construction are de- 
scribed in a 28-page booklet titled 
“Marble.” Fully illustrated, this 
booklet also explains the perman- 
ence, versatility and relative cost 
of marble. Marble Institute of Amer- 
ica, Dept. SBS, 32 S. Fifth Avenue, 
Mount Vernon, N. Y. 


LIGHTING FIXTURES. Lightolier, 
Inc., offers a consumer handbook on 
decorating with light, called “How 
to Work Wonders With Light.” It is 
in essence a home-lighting advisory 
service that graphically demonstrates 
the difference that proper lighting 
can make in today’s home. It con- 
tains more than 100 illustrations to 
demonstrate new decorating trends 
and solutions to typical lighting 
problems. Lightolier, Inc., Dept. 
SBS, Jersey City 5, N. J. 


NAILING SUBFLOORING. A tech- 
nical pamphlet has been released 
by the Virginia Polytechnic Institute 
Wood Research Laboratory on the 
“Nailing of Subfiooring.” A supple- 
ment covers the effectiveness of 
square - barbed versus threaded 
bronze nails in redwood. Nail di- 
mensions, descriptions, and test re- 
sults are included. Virginia Poly- 
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Classified Advertising 


Terms — Cash With Order 
Minimum Charge $5.00 











RATES: 
8.10 per word for each insertion. 
Add $1.50 per insertion for blind ads bearing 
box number. Replies provided without addi- 
tional charge. 
All ads for classified section must be in publica- 
tion office on the 18th day of month preceding 
date of publication. 
Advertisements are set in uniform type of this 
size. No cuts or special borders allowed. Mail 
ad copy to: 
SOUTHERN BUILDING SUPPLIES 
806 Peachtree St., N.E. 
Atlanta 8, Georgia 





LINES WANTED 





Manufacturers representative seeks additional 
lines for Georgia, Alabama, Nashville and western 
Tennessee, for building material jobbers and 
sash and door jobbers. Thorough coverage 
assured. Address Box 89, care of Southern 
Building Supplies, 806 Peachtree St., N. E., 
Atlanta 8, Georgia. 





SALESMEN — SCREEN DOORS 


Live wires in all territories to sell a hot 
selling “All-aluminum” screen door com- 
plete with hardware as low as $13.72. Rep- 
resentatives who mean business can clean 
up fast. Full co-operation and territorial 
protection on reorders; highest commissions. 
Write us ‘about your operations. 
FLORIDA WINDOWS, INC. 
P. O. Box 425, Hollywood, Florida 














technic Institute, Wood Research 
Laboratory, Dept. SBS, Blacksburg, 
Va. 


PLASTER SYSTEMS. An eight- 
page folder on plaster and acousti- 
cal systems is offered by the Zono- 
lite Co., Dept. SBS, 135 South La 





“THE VERY BEST IS” 


TEMPLIN 


ENGINEERED ROOF FRAMING 


TEMPLIN PLATES 


TRUSS LOCK ety 


ALL AGENCY AND BUILDING DEPARTMENT ACCEPTANCE 


FRANCHISES 


NOW AVAILABLE 


No Special Equipment Required 


WRITE OR PHONE 


TEMPLIN 


ASSOCIATES, INC. 


Vero Beach, Florida 
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Salle Street, Chicago 3, Ill. Prin- 
cipal applications include gypsum 
plaster fireproofing, portland cement 
for insulating back-up of curtain 
wall construction, acoustical sound- 
conditioning with machine applied 
vermiculite plastic, and a new meth- 
od of direct-to-steel fireproofing. 


REMODELING POSTER. Marsh 
Wall Products, Inc., Dept. SBS, 
Dover, Ohio, offers a broadside fold- 
er that opens up to reveal a full- 
color 17” x 22” wall poster. It shows 
a room divider made of fancy Mar- 
lite paneling. 


KITCHEN CABINETS. The beauty 
of natural wood for kitchen cabi- 
nets made by the Long-Bell Divi- 
sion, International Paper Co., Dept. 
SBS, Kansas City 6, Mo., is shown 
in a catalog folder. Specifications are 
given for stock cabinets available in 
fir or natural birch wood, end and 
counter units, and accessories and 
fittings. Six finishes are shown in 
color. 


REDWOOD INDEX. The California 
Redwood Assn. offers a revised index 
of data sheets to assist architects, 
builders, and home-planners in the 
use of redwood products. The index 
lists a total of 76 data sheets, three 
booklets, and one quarterly maga- 
zine. California Redwood Assn., 
Dept. SBS, 576 Sacramento Street, 
San Francisco 11, Calif. 


DOOR GRILLES. A new catalog 
from the Barber-Colman Co., Dept. 
SBS, Rockford, Ill., describes and 
shows all types of Uni-Flo door 
grilles. It provides engineering data 
and ordering information. 


SUBMERSIBLE PUMPS. A 32-page 
manual on the selection, installa- 
tion, and maintenance of submersible 
pumps is offered by the Rapidayton 
Division, Tait Manufacturing Co., 
Dept. SBS, Dayton 1, Ohio. Two- 
and three-wire submersible systems 
are covered. 


SEALING COMPOUNDS. The Pe- 
cora Paint Co., Inc., Dept. SBS, 300 
West Sedgley Avenue, Philadelphia, 
Pa., offers a detailed analysis of 
building sealing products in a book- 
let. Charts and illustrations cover 
uses of Pecora calking compound, 
masonry sealers, synthetic rubber 
calking compound, dampproofing and 
spandrel flashing, and sash putty- 
glazing compounds. 


WATER-REPELLENT FINISH. A 
brochure describes the uses of 
P.A.R., a penetrating water-repel- 
lent finish manufactured by the 
Protection Products Manufacturing 
Co., Dept. SBS, P. O. Box 747, 
Kalamazoo, Mich. In color, it shows 
use of the repellent to protect wood 
from grain raising, discoloration, 
warping, and splitting. Redwood, red 
cedar, and “natural” stain finishes 
are shown. 
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Many other types of 
strips also available 








Another forward step 
by Allmetal! 


ALLWEATHER 
Balance Strips 
formed from 


ALLMETALITE 


CANODIZED) 


Aluminum Alloy 


ALLMETALITE woe pane aluminum alloy is 
another factor in Allmetal’s march tow maintain- 
ing and improving the quality of its wd goers Quality 
that is vitally important to you and your customers. 

This special electro chemical process develops on 
the aluminum alloy surface a pre-hardened and pre- 
oxidized coating that will not chip, peel or blister. 
Finally the oxide coating, being porous, is sealed in 
by a special lubricant. The combination of aluminum 
oxide and special lubricant provide a strip that is free 
from discoloration, stain pot) surface blemish. And the 
silver sheen surface will never change or lose its lustre. 

In addition—ALLWEATHER Balance Strip is free 
from the stain of blackoff, the hazard of salt spray and 
is resistant to abrasion from windblown sand. Bal- 
ance strips formed from ALLMETALITE aluminum 
alloy function faultlessly, minimize friction and en- 
hance the appearance of the windows on which they 
are installed. Additional information on weatherstri 
formed from ALLMETALITE aluminum alloy, will 
be sent immediately upon request. 


a 


Draperies are Resists abrasion Resists the onslaught of 
free from dust, from windblown salt sproy, 
dirt, water sond. 


LUMBER DEALERS 
Ask Your Jobber for Window Units 
Equipped with ALLMETALITE 


MILLWORK JOBBERS 
Call or Write for Details 











A LLM ETA G 


WEATHERSTRIP COMPANY 


2239 NORTH KNOX AVENUE 
CHICAGO 39, ILLINOIS 


Registered U.S. Patent Office 


Name ‘‘ALLMETAL"’ 
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Intensive Wood Kitchen 
Cabinet Drive Planned HOUSTON FIRM CREATES 


APCO-RUBIN DIVISION 


Adoption of plans for intensive 
promotion of factory-engineered 
wood kitchen cabinets in 1958 
highlighted the second annual 
convention of the National Insti- 
tute of Wood Kitchen Cabinets 
at French Lick, Ind., recently. 
Ninety members and guests at- 
tended the meeting. 

The promotion plans will em- 
brace three major approaches: 

1. Publication and distribution 
among homebuilders of a new 
booklet pointing out the advan- 
tages of factory-engineered wood 
kitchen cabinets. 

2. Distribution of placards to 
builders for use in _ identifying 
factory-engineered wood kitchen 
cabinets used in model homes. 


3. Consumer publicity in news- 
papers and magazines, encourag- Consolidation of the Aluminum Products Co. and the Rubin Glass and Mirror 


ing homebuyers to specify factory- Co. into a division of the Tuseo Corp., to be known as Apco-Rubin, Division 
engineered wood kitchen cabinets. of Tusco Corp., was recently announced by Tusco Vice-President C. N. Posey. 
Institute members will be urged Outlining Apeo-Rubin’s new sales policies, above, from left are Tusco Vice- 
to identify their cabinets with the President Posey and R. W. Bartlett and C. W. Goldner. Bartlett is commercial 
institute emblem, and the public sales manager and Goldner is general sales manager of Apco-Rubin. 

will be told to look for the em- The new company, with general offices in Houston, Texas, will manufacture 
blem as a mark of quality con- and sell residential and commercial aluminum windows and doors, mirrors, tub 
struction in cabinets. enclosures, and other building products. 





Larch Certified for 
Structural Lamination 


DEALERS SELL 


Larch of the Western Pine Assn. 
region is fully accredited for lami- 
nation into large structural tim- 
bers, in a manual just published 
by the Western Pine Assn. 

Publication of standards follows 

| extended studies by the Western 
GALS \ —-. a | Pine research laboratory in Port- 
land in collaboration with the 
Forest Products Laboratory in 
Madison, Wis. Specifications as pre- 
pared and published conform to 
Forest Products Laboratory recom- 
mendations. 
The manual sets forth details 
of grading rule requirements, 


FAMOUS BRAND modification of stresses, curvature 


limits, complete working stresses 


for both two-inch and one-inch ma- 
N WV) R TI NE terial, lumber specifications, glue 
standards, end joint requirements, 


ECONOMICAL edge joints, fabrication practices, 
NON IRRITATING PAINT THINNER protection and marking and net 
PLEASANT ODOR widths of the finished laminated 
HIGH FLASH POINT products. 
LONG’ LEVELING «NO BRUSH MARKS) Another section spells out stand- 
LONG WET EDGE (NO SnusH MARKS) ard appearance grades as recom- 
mended by the American Institute 
of Timber Construction. Copies of 
the manual can be obtained from 
turnover and higher markup. Stock TANDROTINE — today ! | the Western Pine Assn., Dept. SBS, 
| Yeon Building, Portland 4, Ore. 


QTS.. PTS 


HALF PTS. 





Dealers realize greater profits through faster 
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MANUFACTURER NEWS 





MONTGOMERY, ALA.: Mal L. 
Wall, formerly sales manager of the 
Dobson Lumber Co. in Greer, S. C., 
has been named dealer sales repre- 
sentative in south Alabama and 
northwest Florida by the Masonite 
Corp., with headquarters in Mont- 
gomery. Wall is a graduate of West- 
ern Carolina College in Cullowhee, 
N.C 


WASHINGTON, D. C.: The Alpha 
Portland Cement Co. has moved its 
national capital sales office to larger 
quarters in the Perpetual Building 
at 7401 Wisconsin Avenue in Be- 
thesda, Md. R. E. Brown continues 
to head the Washington sales oper- 
ation. Expansion plans are under- 
way for the construction of a new 
plant at Lime Kiln, Md., to serve 
the District of Columbia, Maryland, 
Delaware, Virginia, West Virginia, 
and Pennsylvania. 


YONKERS, N. Y.: Harold M. Bel- 
muth has been named sales man- 
ager for the Chesflex Division of 
the St. Regis Paper Co. by Stevens 
Rudd, general manager. Formerly 
sales manager of the Panelyte Di- 
vision of St. Regis, Belmuth has 
been in the sales management of 
the Chesfiex Division since 1956. 
He is an engineering graduate of 
Brooklyn Polytechnic Institute. 


CHICAGO, ILL.: The Theodore 
Efron Mfg. Co. expects to occupy 
its new plant at 7519 South Green- 
wood Avenue this month. The 
building was purchased from the 
Illinois Interior Finish Co. Efron 
manufactures ShoweRite tub en- 
closures and shower doors. 


NEW BRITAIN, CONN.: C. Fred- 
erick Wheeler is now marketing 
manager of Stanley Electric Tools, 
a division of the Stanley Works. He 
is a graduate of Syracuse University 
and the Harvard School of Business. 
He was formerly market research 
manager and advertising manager 
for the Porter-Cable Machine Co., 
in Syracuse, N. Y. 


CHICAGO ILL.: J. L. Schneider 
has been named secretary of the 
Portland Cement Assn. A journal- 
ism graduate of the University of 
Illinois, Schneider was formerly as- 
sistant secretary of the association 
and manager of the publications bu- 
reau. Thomas E. Long is now assist- 
ant to the vice-president for pro- 
motion of the Portland Cement 
Assn. Long joined the group in 1947 
as assistant manager of the farm 
bureau. He is a graduate of the 
University of Nebraska and a mem- 
ber of the American Society of 
Agricultural Engineers. 
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EAST WALPOLE, MASS.: E. L 
Lincoln has been named commodity 
manager of built-up roofing for the 
Bird & Son Building Materials Divi- 
sion. Lincoln joined Bird & Son in 
1923. 


ST. LOUIS, MO.: The Caldwell 
Manufacturing Co. has appointed 
the E. J. Huguenot Agency as sales 
representatives for eastern Missouri, 
Memphis, Tenn., and the states of 





Exclusive 
AC IRO AT 


with 


SEE US 
Booth 124 

NIRSICA 
Convention 
Atlantic City, 
Feb. 22-25 


Kentucky and Arkansas. The Hugue- 
not Agency has an office at 34 N. 
Brentwood Boulevard here. 


VAIL’S GATE, N. Y.: The Mastic 
Tile Corp. of America has moved its 
national headquarters from New- 
burgh, N. Y., to a new building 
here. Mastic Tile’s Hako Building 
Products Division offers the “Hako 
Floor Tile Design Idea Book” to 
dealers for custom installations. 





‘Double 4” 


SIDING 


lifequard 


BAKED ENAMEL 


ALUMINUM SIDING 


You can always 


look to 
Lifeguard 
for the 
latest! 


Inset shows comparison 
with Lifeguard Standard 8” Siding 


NOW it’s “Double 4'° — another FIRST by Lifeguard! Another sound 
reason why you should make Lifeguard YOUR HEADQUARTERS for ALL 
your siding needs. Now the Lifeguard line is more complete than ever 
with: — “Double 4", Standard Horizontal, Vertical, Louvers and a full 


list of accessories. 


Write, Wire or Phone for Samples 


LIFEGUARD INDUSTRIES, INC. 


2425 Gilbert Ave. CApitol 


1-5224 


CINCINNATI 6, OHIO 
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CAROLINA CONVENTION 


(Continued from page 32) 


wiches and light beverages,” accord- 
ing to Secretary-Manager E. M. 
Garner. He predicts a new attend- 
ance record will be set. 


Floridians to Hear 
Egan, Thompson, Sweet 


The 38th annual convention of 
the Florida Lumber and Millwork 
Assn. will be held at the Fort Harri- 
son Hotel in Clearwater, April 17-19. 

Speakers will include C. B. Sweet, 
of F. H. A., Washington, D. C., who 
will report on “Certified Agency 
Program”; Clarence A. Thompson, 
Champaign, Ill, lumber dealer, 
“More Profit Through Material Han- 
dling and Lu-Re-Co”; John B. Egan, 
Wood Conservation Co., St. Paul, 
Minn., “Time Management.” 

Arthur A. Hood, American Lum- 
berman editorial director, will lead 
a panel discussion on “Profit Plan- 
ning.” Dr. Frank Goodwin of the 
University of Florida, will speak at 
a luncheon. 

Plans call for discussion, at a 
dealer breakfast, of the Mechanics’ 
Lien Law and other legislation pro- 
posed for the 1959 session of the 
Florida Legislature. 


Doak and Stephens 
Are Tenn. Assn. Veeps 


At the annual meeting of the 
board of directors of the Tennessee 
Building Material Assn. in Nash- 
ville on December 11, two new 
regional vice-presidents were elect- 
ed. Thomas P. Stephens of the 
Stephens Lumber & Millwork Co., 
Nashville, succeeded W. T. Stewart 
of Dickson as v.p. for middle Ten- 
nessee. H. A. Doak of the Doak 
Lumber Co., Greeneville, replaced 
R. L. Peters of Kingsport as v.p. 
for east Tennessee. 

John E. Smith of Jackson con- 
tinues as v.p. for west Tennessee, 
Harvey Foskett of Gallatin as 
president, G. Ralph Cockrum of 
Knoxville as treasurer, and Robert 
O. Brownlee of Knoxville as 
secretary-manager. 

Clarence L. Carmichael of Chan- 
dler & Co., Knoxville, succeeded 
Charles E. Brandon of Springfield 
as a group insurance trustee. Flem- 
ing W. Smith of Nashville carries 
on as NRLDA dealer-director. 

New district directors will be 
elected at the annual meeting of 
TBMA. It will be held in Memphis 
during the Mid-South dealer con- 
vention and building material 
show, March 31-April 2. 
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DIXIE DEALERS won’t find any Christmas motif at the fifth annual South- 


eastern Dealer Convention and Building Material Show . . 


- because this big one 


has made a date switch for the convenience of dealers and suppliers alike. It 
will be held at the Biltmore Hotel in Atlanta, Ga., February 3-5. 

“With everything new,” promises Herbert G. Drews, publicity director. New 
dates. New program. New speakers. New model store displays. New entertain- 
ment. And over 75 exhibits of new materials and other products for the con- 


sideration of diversifying dealers. 


Above, at the 1956 Southeastern, manufacturers’ agent Paul Hallman, 
right, explains a new combination weatherstrip/sash balance to Oscar Franklin 
of Jacksonville, Fla. At left, Georgia Art Supply Co.’s Jack Hubert discusses a 
new line of door inserts for light and decorative purposes. 


HIP Show Is Seli-out 


Exhibit space at the second an- 
nual Home Improvement Products 
Show in Chicago, January 27-29, 
has been a complete sell-out, ac- 
cording to David E. Winnick, 
HIPS executive secretary. 

To be held at the Hotel Sher- 
man, the national trade show for 
the home improvement industry 
is expected to attract more than 
15,000 dealers to its numerous 
seminars and extensive trade ex- 
position. 

Robert Pomerance 
HIP show director. 


is the ’58 


Walker Heads Houstonites 


New president of the Retail 
Lumber Dealers Assn. of Houston, 
Tex., is Weldon Walker of the 
Walker-Kurth Lumber Co., Inc. 

Serving as new vice-president 
is B. J. Stahlman of the Stahlman 
Lumber Co. Temple lLumber’s 
Douglas McNair is the new treas- 
urer. Ralph Poling continues as 
secretary-manager. 

The new board of directors of 


the Houston dealer organization 
includes August Bering III, D. M. 
Nichols, Edward Taylor, T. P. 
Wier Jr., John Anderson, Joe 
Anhaiser, Miles McDermott, Perry 
Menking, W. T. Brunt, Sherwood 
Crane, C. R. Delhomme (past- 
president), Robert Merklein, Rus- 
sell Nix, J. H. Tampke, and Ed- 
ward Williams. 


Bruce Buys Plywood 
Plant in Center, Tex. 


The E. L. Bruce Co., hardwood 
fiooring manufacturer of Memphis, 
Tenn., has purchased an integrat- 
ed plywood producing plant from 
the Atlas Plywood Corp. The plant 
is located at Center, Tex., 60 miles 
southwest of Shreveport, La. 

The Bruce organization will 
operate the plant to produce ply- 
wood planks for use in manufac- 
turing their all-oak laminated 
block flooring. 

The Bruce company has fabri- 
cated its laminated flooring for 
several years at its Memphis plant 
from plywood purchased from an 
outside source. 
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CASH & CARRY 


(Continued from page 34) 


bestos siding, roll roofing, galvan- 
ized roofing, valley tin, builders felt, 
sheathing paper, ceiling tile, acousti- 
cal ceiling tile, tacker guns, staples, 
rock-wool insulation (famous U.S.G.), 
Sheetrock, ornamental iron columns, 
floor jacks, wheelbarrows, gutter 
and downspout, accessories, nails, 
cement and lath, wall ties, fireplace 
dampers, flue lining, brick lintels, 
block lintels, foundation vent lintels, 
aluminum louvers and foundation 
vents, mahogany flush doors, birch 
flush doors, birch flush exterior 
doors, mahogany flush exterior doors, 
2-panel fir doors, 1%” exterior fir 
doors, 6-panel colonial fir doors, 1%” 
exterior fir doors, screen doors, Capi- 
tol aluminum storm doors, plastic 
folding doors, overhead garage doors 
(CrawFir, Howell, Frantz), louvered 
doors, louvered blinds, glass jalousie 
doors, screen door accessories, pack- 
aged door trim, inside door jambs, 
outside door jambs, sliding door 
trim, sliding door Furdware, Chesler 
solid brass locks, butt hinges, metal 
threshold strips, commercial door 
closers, aluminum frame _ screens, 
Stanley aluminum windows and 
frames, Vento steel sash, Douglas fir 
windows, kitchen sinks, sink fittings, 
Berns Air King fans and accessories, 
bath shower and tub sets, tubs and 
enclosures, commodes and _ seats, 
lavatories, bathroom accessories and 
fittings, medicine cabinets, Hako 
vinyl-asbestos floor tile, tile cement, 
Danbury rubber tile, plastic tile, tile- 
board and accessories, Lamin-Art 
cabinet topping and cement, Flint & 
Walling water pumps, polyethylene 
plastic pipe, Orangeburg fiber pipe, 
plumbers’ needs, lawn mowers, soil 
pipe and fittings, galvanized pipe 
and fittings, copper tubing, hot-air 
furnaces, fuel oil tanks, Oran floor 
furnaces, finished millwork, attic 
fans, Cummins power tools, exten- 
sion cords, and (first-quality im- 
ported) hand tools. 

“Gifts galore — make Varina 
(or N. C.) your Christmas shop- 
ping store’ included portable 
Maxaw power saws ($49.95 reg. 
price) for $29.55; model NR gar- 
bage disposal (compare at $69.50) 
for $37.72; famous brand electric 
mixers for only $35.89, deep-fat 
fryers for only $13.38, and a com- 
plete selection of Hotpoint appli- 
ances and Douglas aluminum win- 
dows. Douglas is said to be Varina’s 
private brand of window units, 
which are assembled in the local 
warehouses. 

In the tabloid circular a small 
“box” read: “Every Item Guaran- 
teed by Varina.” And pasted on 
many products in Varina stores, on 


SOUTHERN BUILDING SUPPLIES for JANUARY, 1958 





products that bear no brand-names 
in most cases, is this guarantee: 
“VARINA GUARANTEE: WE 
GUARANTEE EVERY ITEM THAT 
WE SELL TO BE EXACTLY AS 
REPRESENTED BY OUR ADVER- 
TISING. WE GUARANTEE THAT 
YOU WILL FIND NO ‘SECONDS’ 
OR ‘FACTORY REJECTS’ IN OUR 
BUILDING FOR SALE. IF FOR 
ANY REASON YOUR PURCHASE 
SHOULD NOT COME UP TO YOUR 
EXPECTATIONS YOU WILL RE- 
CEIVE DUE COMPENSATION AND 
SATISFACTION OF PURCHASE 
FROM VARINA WHOLESALE 
BUILDERS SUPPLY PROVIDED 
COMPLAINT IS LODGED WITHIN 


A REASONABLE PERIOD OF TIME 
AND IS ACCOMPANIED BY YOUR 
SALES INVOICE.” 

Prominently located in Varina 
warehouses are display signs which 
read: “PLEASE CHECK YOUR 
LOAD! Not responsible for short- 
age.” Other signs state that a 10% 
service charge will be made on re- 
turned merchandise. 

In Lowe’s Hardware warehouses, 
a sign on the check-out office 
reads: “NO TIPPING PLEASE. 
LOWE’S EMPLOYEES ARE NOT 
ALLOWED TO ACCEPT TIPS.” 
This was said to be brought about 





at “Every Steel Spa Sale is a 


.. PROFIT-BUILDING Sale For You! 
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FRAMES 


SIDING, ROOFING, HARDWARE 


You Sell ALL MATERIALS COMPLETE 


Get your share of the billion dollar building business — and make yourself 
a nice profit! With Steel Span, you sell COMPLETE factories, warehouses, 


farm buildings, schools, shops, garages, offices. 


Rigid Steel Span Frames 


are built with the strength of a bridge — available in widths of 32’, 44’, 
50’, 60’ and multiples, any length, Precision-fitted at the factory, easily bolted 
on the job. Steel Span Buildings provide 100% usable space, wall to wall 


and roof to floor. Attractive, 


fast and easy to erect. 


Get in on this Steel 


Span PROFIT BUILDING PLAN. Write for complete details today. 


Cuckler Manufacturing Co., 


Dept. 


SB-7, Monticello, Iowa. Sales 


Offices: Memphis, Tenn., Wichita, Kan. 


SOLD EXCLUSIVELY 
THROUGH RESPONSIBLE 
LUMBER AND BUILDING 
MATERIALS DEALERS 


++ SPANS THE 


For more details on above items, use Coupon on Page 50 





by some customers showing ap- 
preciation for good, fast service — 
and seeking it from the same order 
picker. 

The morale, appearance, and 
helpfulness of the Lowe salesmen 
and order pickers all were ob- 
served to be better than in some 
warehouses of other cash & carry 
chains. Perhaps the major reasons 
for this are that Lowe’s stores are 
better arranged and equipped, and 
the firm pays salesmen incentively. 
Lowe salesmen are paid on a slid- 
ing weekly salary scale based on 
total weekly sales volume. 

One Lowe branch manager said 
his salesmen averaged making 
$125 a week, with the base salary 
set at $65 a week. 

Here are the requisites and pro- 
cedures of the big cash & carry 
operations that are cutting wider 
and deeper into building-material 
sales in the Carolinas and isolated 
markets in Virginia and elsewhere 
in the South: 

1. BUYING in carload or trailer- 
load quantities direct from the 
manufacturer . . . at lowest possible 
prices... BY 

2. PAYING CASH or discounting 
invoices promptly ... and getting 


lower prices on some lines (in 
some cases) by demanding an ex- 
tra discount based on anticipated 
total year’s purchases from the 
producer. This calls for much cap- 
ital, which often comes from the 
wealthy owners of other mercantile 
lines and professions. 

3. MAINTAINING huge stocks 
and full lines of the basic building 
materials (and other building sup- 
plies and durable goods )sought by 
farmers, mechanics, Do-It-Your- 
self fans, and owners of homes and 
other property. 

4. LOCATING outside a shop- 
ping city, wherever feasible, or 
between several towns .. . to 
avoid paying municipal sales or 
business taxes .. . to avoid some 
of the restraints of merchants’ and 
commerce organizations . . . and to 
be more accessible to people from 
other communities who will drive 
as much as 100 miles (and back) 
to buy building materials or other 
items at a seemingly big saving. 

5. USING, in many instances, 
inexperienced, low-cost employees 
in the warehouse, office, and even 
as salesmen. 

6. PLAYING UP sales “leaders” 
in newspaper ads and price sheets 


. and a few brand-name prod- 
ucts . . . among a wide array of 
unbranded merchandise with ac- 
tual savings not nearly as great as 
the bold-face discount promise. 
(Some cash & carry yards stock, 
ready to go, as many as 1,200 dif- 
ferent kinds and sizes and types 
of building materials, appliances, 
plumbing and electrical and heat- 
ing supplies, and miscellaneous 
housewares and specialties. ) 

How are lumber and building 
supply dealers who sell on a one- 
price or conventional two-way 
price system faring under this com- 
petition? Many are just “moan- 
ing in their beards” and hoping 
the competition won’t last. 

But a growing number of deal- 
ers are meeting the challenge — 
and holding their share of the 
business via their own Cash & 
Carry Department and modernized 
sales offices. At the same time they 
are telling customers of the value- 
adding and costly services they 
provide: home planning, installa- 
tion advice, safe delivery to use 
site, convenient credit, guaranteed 
brand-name products, and cheer- 
ful refunds on returns under fair 
conditions. 





ALUMINUM 
TURBINE VENTILATORS 


LESLIE... 


FIRST to offer Aluminum Turbine Ventilators at the same 
price as galvanized steel units. Rubber cushioned rotor 
suspension for quiet, vibration-free operation. Low head 
inertia and lifetime lubricated deep groove ball bearings 
assure positive exhaust under all conditions. All- 
aluminum—no maintenance. Also available in galva- 


nized steel at same price. 


Write for Catalogs 








hing oS im WELDING CO., 


2935 WEST CARROLL AVE., CHICAGO 12, ILL 


For more details on above items, use Coupon on Page 50 


LESLIE... LEADERS IN VENTILATION SINCE 1939 














NeW Weal». 
nob latch 


= 
“Oiled For Life’’ 
Construction 


The new Ideal “A” | 
Series Knob Latch is 
quality designed 
for aluminum and 
other combination 

storm and screen | 
doors. It has a 
floating, heat treated 
hexagon spindle 
supported on either 
end by a Bronze 
Oilite bearing. 
Installation is by 
two thru-bolts that 
absorb pulling strain. 
Drill only three 
\%” holes. Key 
locking can be made 
before or after the 
latch is installed. 
Two finish coats 
are separately baked 
on over Parkerized 
heavy Zamac die 
castings . . . a base 
silver aluminum coat 
and then a clear 
Epoxy enamel finish. 
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One firm that has met the C&C 
challenge profitably with retailing 
method “E”’ is the Columbia Lum- 
ber and Manufacturing Company 
in the South Carolina state capital. 
When their 1957 “retail sales” 
dropped more than 60 per cent 
from the comparable month in 
1956, President Bill Otis and Vice- 
President J. B. Leek decided to 
correct the situation. 

They closed down the company’s 
increasingly unprofitable old lum- 
ber manufacturing operation in 
their yard. They streamlined and 
shrunk their millwork operations. 
Then they revamped their ware- 
houses and offices for a full-fledged 
cash & carry department. So far, 
“Ban” Leek and most sales em- 
ployees at Columbia Lumber are 
optimistic over their sales accom- 
plishments and outlook. 

“No average lumber dealer can 
afford to jump into the cash & 
carry business,” Leek declared. 
“T’ve been specifying and selling 
building materials for over 40 
years, and never have I had to 
figure as close and as long as we 
did in establishing our cash & 
carry department. It takes more 
capital, more warehouse _ space, 
sharper buying in larger quanti- 
ties, and harder-hitting advertis- 
ing and sales promotion.” 


Cash & Carry Fatalities 


Incidentally, since a cash & 
carry outlet cropped up in Colum- 
bia, four building supply firms 
have gone out of business, but par- 
tially due to the general construc- 
tion recession. One of them was 
the first firm to cut prices in the 
market despite overhead and han- 
dling costs! 

Other conventional dealers have 
set up sales desks with special 
prices for the cash & carry trade. 
And, in most instances and quality 
for quality, their prices are (occa- 
sionally lower or) right in line 
with those of the so-called “whole- 
sale” or discount houses and build- 
ers’ supermarkets. 

Every day more old and new 
customers come in to price some 
building product and to compare 
the price with that in a circular or 
ad from a cash & carry outlet. 
When they do, these dealers point 
out the costs for credit, delivery, 
branded quality, friendly handling 
of returned purchase. Then they 
price their product for cash & 
carry sale in keeping with the 
eliminated quality and services. 

Meanwhile, new firms are open- 
ing up in several Southern states 
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to sell strictly as cash & carry re- 
tail outlets. Among these are Far- 
ley’s Building and Supply Com- 
pany near Huntington, W. Va.; 
Discount Builders Supplies in Or- 
lando, Fla., and Ballooms, Inc., at 
Dothan, Ala. (The Cash & Carry 
Lumber Company is the oldest 
dealer of this kind in the South. 
This Chattanooga, Tenn., firm has 
always sold at a realistic lower 
price than dealers with operations 
based on credit & delivery service.) 

What’s the secret behind the 
success of such cash & carry chains 
as Lowe’s Hardware in Carolina’ 











“Volume!” declared President 
Buchan to the Charlotte News 
when his firm opened up its big 
branch near that North Carolina 
metropolis. “We buy and sell our 
merchandise at the lowest pos- 
sible price we can and still retain 
a small profit. Our secret is put- 
ting the product in the custom- 
er’s hands at the lowest possible 
price.” 

Buchan pointed out that “we 
never did raise prices’ — even 
after the war when inflation spirals 
pushed prices generally upward. 

Lowe’s stores employ more than 








TARTER, WEBSTER & JOHNSON 


Manufacturers of West Coast Mouldings 


| OFFERS EXCLUSIVELY TO JOBBERS 


A Dependable 


\ Year Around Source of 


\ CALIFORNIA HIGH ALTITUDE 
| WHITE & DOUGLAS FIR 


| (TP ALSO MANUFACTURE AND SUPPLY 
THE FOLLOWING ITEMS IN PONDEROSA PINE: 


@ Finger Jointed Mouldings @ Doors and Jambs 


(Specified Lengths) 
@ Cut Stock 


@ Lineal Mouldings 


@ Windows and Sash 


@ Venetian Blind Stock 


CALL YOUR NEAREST JOBBER FOR TW&J MOULDINGS 


Tartrer.Weuster « Jounson. Ine. 


P.O. BOX 3498 


San Francisco 19, Californi 


PRospect 6-4200 


Teletype 


For more details on above items, use Coupon on Page 50 





200 people — all men except for a 
few office workers. All employees, 
merchandise, and policies are care- 
fuily selected, screened, and su- 
pervised by experienced manage- 
ment. In Lowe’s home offices in 
North Wilkesboro are marketing 
graduates of the Harvard Univer- 
sity’s School of Business. They 
have studied, and they keep 
abreast of, the most modern mer- 
chandising methods and person- 
nel practices. 

Buchan told the Charlotte News 
that “it’s a young man’s business. 
We try never to start a man out 


over 30 years of age. One of our 
store managers is only 26 years 
old. There may be a warehouse- 
man older than I am, but outside 
of him I am the oldest.” And 
Owner Buchan is just past 40. 

From our vantage-point, the 
cash & carry building supply mart 
appears as likely to continue and 
grow as an American institution 
as the modern motel... or grocery 
supermarket... or the jewelry or 
appliance discount house. 

In this age of speedy motor travel 
and shopping trips across more 
than one county at a time, and 








YOU CAN TELL A COMPANY 
BY THE COMPANIES IT KEEPS 


Alcoa @ Atlantic @ Bethlehem Steel ¢ 
Colorado Fuel and Iron © Granite City 


@ Jones and Laughlin Steel «¢ 


Kaiser 


Aluminum ® Keystone Steel and Wire @ 


Quaker State Metals ¢ 


Republic Steel 


@ Sheffield Steel © Tennessee Coal and 
Iron @ Wheeling Steel. 


You get the best from Kelley in all steel 
and aluminum products. But more than 
that, you get fast delivery, dependable 
service. Keep your inventory low -by 
using the nearby Kelley warehouse. It 
has what your customers want. The 
Kelley warehouses let you keep good 
companies, too. 


MANUFACTURING CO 


P. O. BOX 17, HOUSTON, TEXAS 
SAN ANTONIO — DALLAS 


For more details on above items, use Coupon on Page 50 








with greenbacks or checkbook and 
identification evidence in their 
pockets, men and women alike 
prefer to go after their materials 
and supplies, pay for them, and 
haul them home — when savings 
are certain and obvious. 

Such customers prefer this 
change in doing business just as 
much as tourists prefer to patron- 
ize convenient motels instead of 
hotels, even with uncertain price 
economies . . and particularly 
when the hotels are run down and 
do not offer the value or the service 
that hotels once did. 


ENGINEERED 
WAREHOUSE 


(Continued from page 27) 


of office and sales space on two 
floors. 

Separated by a covered walk- 
way 40 feet from the main build- 
ing is our millwork shop. It con- 
tains 2,400 square feet of space 
and was built separately to ob- 
tain lower fire insurance rates. 
An automatic sprinkler system 
effects other insurance savings 
and “peace of mind.” 

Built of clear-span steel trusses 
and covered with galvanized 
sheets, our concrete-floored ware- 
house is one of the most modern 
in the Southeast. It was designed 
for maximum use of mechanical 
handling of equipment and mini- 
mum handling of stored materials, 
plumbing supplies, and other hard 
goods. The result is faster, safer, 
more convenient, and more eco- 
nomical movement of commodi- 
ties into our warehouse — and out 
to our customers within a 100- 
mile radius of Tupelo in large 
areas of Mississippi, Alabama, and 
Tennessee. 

We are able to receive rail-car 
shipments inside the building. We 
also have facilities for unloading 
trucks from the rear, at either 
side, or by overhead electric crane. 

By palletizing every possible 
commodity and utilizing steel pal- 
let racks, we are able to make 
maximum use of the total cubage 
of our building. It has 20-foot 
clear height to the bottom of the 
trusses. 

One bay of the warehouse is 
equipped with a five-ton-capacity 
overhead, crane to facilitate the 
handling of pipe, reinforcing bars, 
and other long, heavy products. 
This bay is 220 by 60 feet. We 
plan soon to experiment in the 
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Heres Why 
ZEGERS 
Qaeda 


Provides the Most Effective | 
All-Weather Protection! 








A “quality-built” house 

sells and Zegers Dura-seal 

provides visible and workable 

evidence of quality construc- 

tion. It provides the best protection against 

cold, dust, draft, dirt, assures quiet, 

smooth “one-finger” window operation 

and lifetime trouble-free performance. 

Home buyers look for this kind of quality. 

See for yourself what a big difference it 

makes in home sales and profits. Here are 

just some of Dura-seal’s outstanding fea- 
tures: 


Self-Adjusting Jamb 
Member has a concave 
back surface providing 
flexibility that main- 
tains a constant air 
seal and smooth win- 
dow operation under 
all conditions. 


Spring and Friction 
Provide Weather Pro- 
tection and Easy Oper- 
ation. Springs lift the 
window and friction of 
the jamb housing 
holds it at any desired 
position. 


ZEGERS HELPS 
YOU SELL WITH 


« Advertising in LIFE Magazine 


« Zegers’ Booklet “What Every 
Home Buyer Should Know 
About Windows” 


« Attention Getting Display 
Cards 


« Window Stickers 


¢ “Zegers Dura-seal” Embossed 
on the Parting Stop of the 
Equipment 


Write today for complete information! | 
ZEGERS | 


INCORPORATED 
8090 So. Chicago Ave., Chicago 17, Ill. 


re « oa ea 
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handling of lumber products by 
crane, using steel bar racks in this 
connection. 

Since we have 20-foot 
ceiling height 
modern building, 


offices came “free.” We allotted 


some 3,000 square feet of space 


for our sales office, display room, 
and a locked storage room of high- 
value shelved hardware items 
With only 10 feet of ceiling height 
necessary for these purposes, we 
located our accounting and man- 
agerial offices “upstairs,” above 
We employ six full-time, ex- 
perienced salesmen on a combina- 
tion commission-draw plan. We 
operate our own fleet of six de- 
livery trucks to provide schedu- 
led weekly delivery service with- 
in a 100-mile radius of Tupelo 
Among the major lines for which 
we are distributors throughout ou: 
tri-state market are Crane plumb- 
ing fixtures, Flintkote building 
supplies, Devoe paints, Skil and 
Stanley tools, Northwest plywood 
and doors, Townsend hardwood 
paneling, Republic Steel products, 
U. S. Steel materials, Afco pre- 
finished tileboard, Olympic cedar 
shakes, National builders hard- 
ware, Rapidayton water systems, 
Ampco kitchen cabinets, National 
builders hardware, and Conolite 


IBM System Keeps Record 


Besides attempting to lowe! 
operating costs and improve serv- 
ice through the engineered design 
and mechanization of our Triangle 
warehouse, we have pioneered 
our field with the use of IBM elec- 
tronic equipment. Our billing, in- 
ventory control, and accounts-re- 
ceivables are handled by our leas- 
ed IBM installation. It also is used 
for customer classification i 
mailings. 

We have classified every custon 
er — and potential custome! 
in our trading area. Each custom- 
er’s classification number is punch- 
ed in the IBM card containing | 
name and address. With our IBM 
equipment it’s “a snap” to run 
a complete listing of customers and 
prospective customers along with 
their classification numbers. 

It is the responsibility of each 
territory salesman to keep us ad- 
vised as to the proper classifica- 
tion of his customers. The sales- 
man is required to check the clas- 
sification list for each custome! 
every two weeks — and report 
any necessary changes. 

Our lists of customers and po- 
tential customers are kept in 
alphabetical order, so we can refer 


clear 
throughout our 
space for our 


| 
| 











“READY - MIX” 


PAYS 


Actual photograph Ready Mix Instal- 
lation at Huston Lumber Company — 
at Carey, Ohio 


Your Winslow representative can call 
on you, at your convenience, and 
prove, with “details and facts,” how 
you can set-up a profitable Winslow 
Ready-Mix plant at a _ reasonable 
overall investment. 

Here are some typical dealer reports. . 
“our Binanbatch investment paid for 
itself in approximately one vear”... 
“big increase in tie-in sales since 
handling Ready-Mix in our vard”... 
“We get additional business in our 
area because we sell Ready-Mix.” 
Take advantage of the Binanbatch 
Ready-Mix profits . . . have our rep- 
resentative prove to vou a minimum 
investment puts vou in the Ready- 
Mix business! 

Send coupon for 
complete details. 


Winslow Scale Co. 


25th & Hoythorne Terre Haute, Ind. 


Please send ug details on the Binan- 
bateh for increasing over-all profits. 


Name ... 


For more details on above items, use Coupon on Page 50 











to them quickly in handling call- 
in orders. Our Triangle Distribu- 
tors’ catalog is arranged to make 
it fairly easy to correlate product 
code numbers with the proper 
section of the catalog. With this 
classification tied in with our IBM 
system, it’s simple and fast to 
direct sales letters and advertis- 
ing mailings to the proper class 
of customers. 

When we changed our business 
over to hard goods exclusively 
about a year ago, we mailed out 
a printed sales policy. We did this 
again, just prior to our formal 
“open house” in November. We 
intend to mail out our policy ap- 
proximately once a year. 

To date we have had very little 
complaint. It was found necessary 
for us to turn down certain cus- 
customers on certain items. When 
our policy is explained with a 
little tact and diplomacy, most 
customers say, in effect, they wish 
everyone in the wholesale busi- 
ness had a similar policy. Once 
a customer is turned down on an 
item because it is outside his “re- 
sale” or commercial use, he be- 
comes a real believer in the fact 
that we mean business in ethical- 
ly maintaining our stated policy. 


Classes of TD Customers 


Triangle’s customer classifica- 
tions include these: combination 
hardware and building supply 
dealers; lumber yards (no hard- 
ware); hardware stores; licensed 
plumbers and plumbing contrac- 
tors; service stations and garages; 
large general merchandise stores 
which carry in stock at all times 
a representative assortment of 
hardware items; furniture and ap- 
pliance stores; butane gas com- 
panies; cabinet and woodworking 
shops; machine shops; roofers; 
well drillers; ready-mix concrete 
plants and concrete block plants; 
wholesaler grocers, tobacco and 
notion jobbers; heating, air-con- 
ditioning and sheet metal estab- 
lishments; industrial and manu- 
facturing enterprises; licensed 
general contractors who maintain 
a permanent office and full-time 
purchasing agent; municipalities, 
county, state, and Federal gov- 
ernment agencies; gun clubs; oth- 
er retailers and/or commercial 
accounts. 

Products coded separately by 
our wholesale distributing com- 
pany are lamp bulbs; industrial 
tools and supplies; plumbing and 
heating supplies and_ related 
items; toys; ammunition; fire- 
arms; lawn and garden supplies; 
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tools; farm hardware; fencing; 
files; appliance items; vehicle 
tires; other automotive supplies; 
water systems; medicine cabinets 
and water heaters; steel pipe and 
fittings; insulation; heaters and 
furnaces; plywood; metal cabi- 
nets and sinks; roofing and roof- 
ing products; cabinet hardware; 
sheet metal products; nails and 
wire; galvanized roofing; reinfor- 
cing steel; masonry paints; paints 
and related items; fans; floor-cov- 
ering materials; and glass. 

Our sales policy states that “no 
consumer will be sold under any 
circumstances.” 

Examples of the products that 
certain classes of customers may 
buy from our firm are: 

Combination hardware and 
building supply dealers — ALL 
ITEMS. 

Lumber yards — ALL STRICT- 
LY NON-HARDWARE BUILD- 
ING SUPPLY ITEMS, such as 
lumber products, sash, doors, in- 
sulation products, and gypsum 
products. 

Service stations and garages — 
LAMP BULBS, TIRES, AND OTH- 
ER AUTOMOTIVE SUPPLIES. 

Licensed plumbers and plumb- 
ing contractors — PLUMBING 
AND HEATING SUPPLIES and 
related items, TRUCK TIRES, and 
WATER SYSTEMS. 

Primary in our minds in deter- 
mining this sales policy is our in- 
tention to protect our customers 
and prospective customers in their 
respective fields of business. This, 
we believe, is the cornerstone 
around which every wholesaler’s 
sales policy should be built! 

We are maintaining the same 
policy throughout all of our terri- 
tory — the policy of not retailing 
out of our warehouse and expect- 
ing to do wholesale business in the 
territory. All six of the full-line 
building supply dealers in Tupelo 
have become good customers of 
ours during the 15 months since 
we converted our business to hard- 
goods wholesaling. 


JR. ACHIEVERS 


(Continued from page 36) 


selves are its board of directors, 
its labor force, its sales staff. Or- 
ganized in September and October, 
when the youngsters elect a presi- 
dent and other officers, the young 
people decide on the product their 
company will make and sell, de- 
termine the amount of working 


capital their firm will need to be- 
gin production. 

They sell capital stock at 50 
cents a share to parents, friends, 
teachers, and others. No one can 
own more than five shares and 
every member of the J. A. company 
must own at least one. Average 
capitalization is about $100. 

When the company has raised 
its capital, a bank account is open- 
ed and raw materials are pur- 
chased. The company applies for 
its J. A. charter, pays rent (usually 
$3 a month), and buys the small 
tools it needs. Shop machinery is 
leased from the Junior Achieve- 
ment organization by a deposit of 
capital proportionate to the value 
of the machinery used. 

The company makes its products, 
sells them on the open competitive 
market. The young businessmen 
and women decide on the wages 
they will pay themselves, deter- 
mine the amount of commissions 
on sales. Complete books are kept. 
Average gross sales of a J. A. com- 
pany are $300. 


Companies Liquidate in May 


In May, the companies deliber- 
ately go out of business. Inventory 
is sold and all debts paid. If the 
company has been profitable — and 
most of them are — the stockhold- 
ers receive their investment back 
along with a liquidation dividend. 

If a company has ended up in 
the red, its assets are pro-rated 
among stockholders as in any 
business that fails. Reports are 
made by all companies to their 
stockholders. 

Each J. A. company has three 
adult advisers who guide and 
counsel the young enterprises. A 
business adviser counsels the bud- 
ding business leaders in the finan- 
cial, record keeping, and manage- 
ment phases of the enterprise. A 
production adviser helps’ the 
youngsters plan and produce their 
product or service. The sales ad- 
viser provides guidance in the field 
of sales planning and marketing. 

The advisers are most active 
when the young company is or- 
ganizing itself and taking the first 
plunge into the sea of business. By 
the end of five or six meetings, the 
advisers step into the background 
so that the young officers can run 
the company themselves. The ad- 
visers are always there to provide 
guidance, but the company is run 
and administered by the achievers. 

The three advisers are employees 
of a “counseling company.” There 
is no financial obligation to the 
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youthful firm on the part of the 
counseling company although most 
do participate in the general sup- 
port of Junior Achievement as a 
matter of course. Counseling firms 
include some of the best-known 
names in American business and 
industry. They range in size from 
huge multi-plant corporations, 
such as General Electric, Chrysler, 
U. S. Steel, General Motors, Ford, 
and Westinghouse, to smaller en- 
terprises such as a local catering 
firm and a camera shop. 


Growth Delights Randall 


Luther H. Randall, president of 
Randall Brothers, Inc., Atlanta, 
Ga., was a pioneer in bringing 
Junior Achievement to the South. 
He is a member of Junior Achieve- 
ment’s national board of directors. 
Randall says that in the 12 years 
he has worked in behalf of Junior 
Achievement, the program has 
grown from 183 companies in 14 
cities to a prospering organization 
with 3,600 miniature companies 
operating in 222 cities throughout 
the United States. Nearly 60,000 
young people now are participat- 
ing in J. A. companies. 

Among the Southern cities boast- 
ing Junior Achievement operations 
are Asheville, N. C., Atlanta, Ga., 
Baton Rouge, La., Birmingham, 
Ala., Columbus, Ga., Dallas, Tex., 
Fort Worth, Tex., Houston, Tex., 
La Grange, Ga., Memphis, Tenn., 
Miami, Fla., Nashville, Tenn., New 
Orleans, La., Roanoke, Va., and 
West Point, Ga. 





NLMA 5p s Competition 


Each year many organizations 
and associations actively cooper- 
ate with Junior Achievement in 
sponsoring awards to outstanding 
J. A. companies. One of these spe- 
cial awards is sponsored by the 
National Lumber Manufacturers 
Association. Each year this associa- 
tion judges the competing -youth 
firms to select the outstanding 
Junior Achievement company in 
the woodworking field. 

Through its many faceted pro- 
gram of economic education, Junior 
Achievement is providing the 
business world with an unparal- 
leled opportunity to tell the story 
of free enterprise — while at the 
same time developing an effective 
community relations program. 

Anyone interested in learning 
more about Junior Achievement is 
invited to contact their local 
Junior Achievement office or write 
to Junior Achievement, Inc., Na- 
tional Headquarters, 500 Fifth 
Avenue, New York 36, New York. 
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TRICK ‘N TREAT 


(Continued from page 35) 


ifications for the purpose. 

“It often happens that we are 
dealing with a customer or pros- 
pect on a substantial order, when 
he seems at the point of rebellion 
on the high prices of everything,” 
Holmes relates. “There is a good 
chance of losing the sale unless 
we can provide a suitable distrac- 
tion — and there isn’t much that 


Another good reason why it pays to be a| | Dickey) Dealer 


can be done effectively with con- 
versation alone. 

“It is at this point that I pro- 
duce one of my small nail aprons. 
I tell the customer that it is not 
the fact that prices are so high. 
t is the fact that the dollar has 
shrunk and, along with it, what 
you get for a dollar has shrunk 
in every field of merchandising. 
Then I hold up the nail apron and 
I say: 

“ ‘See, even the nail apron has 
shriveled up to almost nothing!’ 

“This gets a laugh from the 
customer. It also illustrates, in 





320,000 house 
sewers in 1956... 
sold by Dickey Dealers 


In 1956, Dickey Dealers sold more than 16,000,000 feet 
of Dickey Perma-Line* Pipe...enough to make house 
sewers for 320,000 homes. This is 5 million feet more 
than were sold in 1950 by Dickey Dealers. The purchase 
of Dickey vitrified clay sewer pipe for permanent, eco- 
nomical and trouble-free house sewers has steadily 
grown...as have the profits of Dickey Dealers. Add to 
these profits, those which were made from the sale of 
record amounts of Dickey clay septic tanks, flue lining, 
wall coping, and other Dickey products and you can 
see...it pays to be a Dickey Dealer. 


*Registered Trademark 


Providing improved sanitation for better living 


ICKEY 


sanitary 
salt-glazed 


clay pipe 


Ww. S. DICKEY CLAY MFC. CoO. 
Birmingham, Ala., Chattanooga, Tenn., Kansas City, Mo., Meridian, Miss, 


St. Louis, Mo, 


If it's made of clay it's good.. 


San Antonio, Tex. Texarkana, Tex,-Ark, 


.if it's made by Dickey it’s better 


For more details on above items, use Coupon on Page 50 





a graphic manner, the true facts 
of high prices. This whimsical 
procedure has saved us many a 
sale.” 

After saving the sale, however, 
the midget nail apron continues 
to work for this dealer. Holmes 
presents the apron to the custom- 
er. The customer takes it home 
where it becomes a plaything for 
the children, thus continuing to 
advertise Alamo Supply and Lum- 
ber. 

People unknown to Holmes 
drive to the address of the Alamo 
Supply and Lumber Company out 
of curiosity as the result of a per- 
sonal note, written in longhand 
by Holmes. This is how that trick 
produces: 

Holmes has a supply of note 
stationery, three by four inches 
when folded, with matching en- 
velopes. On the front of the fold- 
ed, small sheet is printed, “Ferris 
M. (Mack) Holmes, 724 West 
Third, Texarkana.” 


Charmed by Congratulations 


Let’s assume that some Texar- 
kana citizen earns some honor — 
civic or institutional. Holmes reads 
the newspapers carefully and 
catches such items. Then, when 
the circumstances are logical, he 
writes a personal note of congrat- 
ulations and mails it in the dis- 
tinctive, small envelope. 

The recipient probably has 
never heard of Ferris M. (Mack) 
Holmes, but he is flattered to re- 
ceive a congratulatory note and 
the distinctive size and style of 
the note stationery intrigues the 
recipient. He looks in the tele- 
phone directory and finds Ferris 
M. Holmes, but not at 724 West 
Third. Few people have ready ac- 
cess to a city directory which 
identifies individual occupations. 

So the note recipient is moved 


by curiosity to drive by 724 West 
Third and see for himself what 
this is all about. What he sees, 
of course, is the Alamo Supply 
and Lumber, a nice looking place. 
Since it is agreeable and warm- 
ing to be congratulated on any 
accomplishment, the connection 
between the Holmes note and the 
Alamo Supply and Lumber be- 
comes permanent in the recipient’s 
memory. And where do you think 
he will buy lumber or other 
supplies, the next time he needs 
some?!? 

The Alamo Supply and Lumber 
Company used to be Cunningham 
Lumber Company. When Holmes 
took over under the new name, 
did he attempt to banish all re- 
collection of the former institu- 
tion, as is done in so many such 
transfers? No, instead he pays for 
a listing of Cunningham Lumber 
Company in the yellow pages of 
the telephone book — with the 
identical number of Alamo Sup- 
ply. This will eventually convert 
all former Cunningham customers. 


“Buys Out” Another Firm 


Nearby at 700 West Third 
Street, the Pagan-Ritchie Lumber 
Company went out of business 
and Holmes immediately got busy. 
From the former owners of Pa- 
gan-Ritchie he bought, for $150.00, 
the right to use the name of the 
defunct firm. Then he made the 
deal with the telephone company 
for use of the telephone number 
surrendered by that firm. In the 
yellow pages, Holmes continues a 
one-third page advertisement for 
Pagan-Ritchie, adjacent to an ad 
of equal size for Alamo Supply 
and Lumber Company. 

When anyone calls Pagan- 
Ritchie, a certain phone rings in 
the office of Alamo Supply. Any- 
one who answers that phone says 





only, “Lumber yard.” Thereafter 
the caller is led by gradual stages 
into knowledge that Alamo Supply 
is taking the calls for Pagan- 
Ritchie. Holmes says he hasn’t yet 
failed to acquire a former account 
of Pagan-Ritchie in this way. 

Then there is the birthday 
trick. This is an old one, true 
enough, perhaps the only differ- 
ence in procedure being the man- 
ner in which Alamo Supply gets 
the birth dates. This is done prin- 
cipally with individuals who make 
a Title I loan application. The birth 
date is then recorded in a com- 
mon want book and, when the 
date rolls around, a_ birthday 
greeting card goes forth. 

Nothing much novel about it. 
But, Holmes was asked what kind 
of results this procedure produces, 
he replied with some reverence: 
“Amazing! Absolutely amazing.” 

The candy trick is an old one, 
too, in modern surroundings, for 
it was handed down from a gen- 
eration back. It simply amounts 
to having a good supply of pep- 
permint stick candy to give to 
children that come in with parents. 


They need YOU! 
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of three children: 


ideas for homes. 





Why S-B-S Suits Building Suppliers 


WRITES MRS. R. A. PARKER, wife of the owner-operator of the 
R. A. Parker Lumber Company in Ponea City, Okla., and the mother 


“I enjoy reading your SOUTHERN BUILDING SUPPLIES maga- 
zine. It helps keep me informed about the building industry so I am 
better able to answer my friends’ questions about new products and 


“The two-year file of your S-B-S magazine, which I keep, has been 
a helpful reference for our son Al, who now is working on his master’s 
degree in business administration at Oklahoma State university — as 
well as for my husband in his lumber and advertising businesses.” 
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ELECTED AT THE ATLANTA convention, members of the 
Supreme Nine and officers of the International Concaten- 
ated Order of Hoo-Hoo are seen in the official “family 
portrait.”’ It was taken at the group’s recent conclave in 
Milwaukee, Wis., headquarters. 

The group includes, seated left to right: Secretary Ben 
F. Springer, 34265; Snark of the Universe Ernie L. Wales, 
45412, and Treasurer Edwin Fischer, 41901. 

Standing, left to right, are Harold R. Wenninger, 64672, 
associate editor, Hoo-Hoo Log & Tally; Supreme Arcanoper 
R. W. Scott, 56256; Supreme Scrivenoter Robert A. Mason, 
53559; Supreme Senior Hoo-Hoo S. Eugene Madden, 
45056; Supreme Jabberwock Allen Seiffert, 55306; Su- 





preme Gurdon Hubert F. Heying, 46190; Supreme Bojum 
James G. Miller, 55685; Supreme Custocatian Donald M. 
Bufkin, 46533: Supreme Junior Hoo-Hoo Charles Lamp- 
land, 45267; Supreme Hoo-Hoo G. Perdew, 37569. 

The home cities of the Supreme Nine members and 
the jurisdictions wherein they promote Hoo-Hoo matters 
are: Jur. I, Perdew of West Hartford, Conn.; Jur. II, 
Seiffert of Davenport, lowa; Jur. III, Miller of Seattle, 
Wash.; Jur. IV, Mason of Memphis, Tenn.; Jur. V, R. W. 
Seott of Vancouver, British Columbia, Canada; Jur. VI, 
Bufkin of Alhambra, Calif.; Jur. VII, Heying of Kansas 
City, Mo.; Jur. VIII, Lampland of St. Paul, Minn.; and 
Jur. IX, Madden of The Plains, Va. 











Cleanout doors are avail- Crawl space doors are 
able in formed steel or cast completely assembled, 
iron; durable, close-fitting, ready to install without 
easy to mount. special framing. 


Access doors are available for tile, masonry, brick, wall- 
board, stone, wood; and with or without expansion a 








for plastered walls 








Designed for the builder’s convenience, Vestal metal doors are 
available for practically all building needs, in a wide variety of 
sizes and styles; quality construction guaranteed. 


VESTAL... Quality Name in Metal Building Products 


Manufacturers of circulator fireplaces, fireplace dampers, ash 
dumps, foundation and under-eaves ventilators, steel mortar 
boxes, wall ties and joist hangers, drainage and sewerage castings. 


For complete catalog, write Dept. SBS 


VESTAL MANUFACTURING CO., P.O. Box 152, Sweetwater, Vai 
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A Fully Integrated 
Lumber Operation 


Our own large timber resources 
and thoroughly modern plants 
enable you to get THE 
LUMBER YOU WANT WHEN 
YOU WANT IT. 


Rapid Service on Mixed Cars 


SUGAR PINE - PONDEROSA PINE 
DOUGLAS FIR + WHITE FIR and 
INCENSE CEDAR PRODUCTS. 
Moulding + Glued Panels + Millwork 
available in mixed cars. 


The Ralph L. 


’ SMITH 


Lumber Company 


Mills at Anderson, Red Biuff, Castella, 
Wildwood, and Mt. Shasta, California 


Sales and General Offices at Anderson, California 
Member Western Pine and West Coast Associations 





LOOK FOR 8-B-S EARLY! 


To bring Dixie dealers a complete preview of 
the 5th annual Southeastern Dealer Conven- 
tion and Building Material Show, the February 
SOUTHERN BUILDING SUPPLIES is being 
readied to reach you a week earlier. It will 
contain the complete program and list of ex- 
floor plan for Exhibition Hall, 


hibitors, pro- 


gram personalities and other highlights. 


This is all in addition to a feature line-up 
that is bound to include one that will help 
solve your problems or strengthen your favor- 
able position. Such as: Tips on Selling Awning 
Windows and Bathroom Accessories. Insur- 
ance Saving Ideas. Using Manufacturers’ Ad- 
vertising Allowances. Accounting System that 


Saves Time and Clinches Profits. 


TO INTERCEPT 
S-B-S ‘Satellite’! 


BE SURE 


February 
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WHAT'S NEW 
in Building Trends 








Sliding Mirror-Door Doubles Space 


Floor-to-ceiling sliding mirror-doors for closets and 
other storage areas create a new dimension in space 
by reflecting a major portion of a room. They also 
help utilize extra storage space in closets. 

Signet mobile mirrors fit naturally into bedrooms 
and dressing-room areas. They can be used equally 
effectively as the door for a hall closet, by creating 
an illusion of space in a small area. 

The large mirror provides additional background 
for furniture placement in living rooms since the 
sliding door disappears into the wall and does not 
open into the room like conventional doors. 

Large mirror-doors can also be used to conceal a 
hi-fi or television installation or in patio areas to 
reflect plantings of flowers for added beauty. 


Build for Two — ‘His and Her’ Workshop 
Companionship and cooperative efforts are impor- 


tant adjuncts to a dual workshop designed by the 
Masonite Corporation. It affords space for the man 
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of the house to fiddle with his home-improvement 
projects and her own center for the wife to pursue 
her own hobby or craft projects. 

The man’s area centers around a sturdy bench 
which he can whip together in an evening. Over 
it is a perforated hardboard panel for keeping tools 
instantly available. The work surface and storage 
shelf of the bench are of durable tempered hard- 
board. 

On “her” side is a large cabinet with handsome 
sliding doors of perforated hardboard, painted to 
suit her own tastes. She, too, has a handy perforated 
panel over her cabinets for her own tools and equip- 
ment. Her cabinet is also topped with tempered 
hardboard, making it ideal for painting, working 
with plants, and doing other projects likely to be 
messy and dirty. 


Re-Grain Process Restores Wood Surfaces 


A new wood refinishing process produces a variety 
of wood-grain effects over low-grade wood or ply- 
wood, unfinished pine, and over all natural or painted 
finishes. 

The Gild-Tone Re-Grain process offers a quick and 
inexpensive method of restoring worn-out finishes on 
furniture, woodwork, paneling, and other wood sur- 
faces — without the necessity of first removing the 
old finish. 

A specially formulated: white ground coat is ap- 
plied first to the surface. The grain effect is obtained 


DON’T MISS THE MARCH issue of Southern Build- 
ing Supplies! The second annual Paint Merchandising 
and Decorating Issue of S-B-S, it will be chockfull 
of ideas to help zoom your sales of such products. 


, ie > ah a a ae a a a a a a a a a a a a ae 


with either paint brush or wad of cheesecloth by 
varying the pressure or direction of the brush or 
cloth. 

Sixty-two tinted wood finishes are possible by com- 
bining Glidden’s Dramatone color system with the 
Re-Grain process. 


Two-Way Closets Save Many Steps 


There are times when being two-faced is a virtue— 
especially in the case of a linen closet! 

This step-saving device is built into the wall 
separating the bathroom from the hallway. Sliding 
doors enclose it on both sides so that the towel 
section may be reached from the bathroom, other 
linens from the hall. 

Although a new-fangled design, all the advantages 
of an old fashioned linen closet may be had, includ- 
ing a lining of red cedar. This wood is not only 
decorative, but it comes with a built-in sachet which 
will impart a delightfully fresh, outdoors and sun- 
shine aroma to the linens. 

The sliding or hinged doors of the closet should 
match the hall woodwork and the built-ins in the 
bathroom. 





“*It’s so white . . . 


what does it & 

remind: you of?” —__ gy 7 

“Looks like the Trinity White cement : 
we always use back home!” 


4 . ee] 


TRINITY WHITE cial 
* . white ie Z-47 os snow — 

Whitest in the bag... “* white ,<f='\_ % 0 Wi 

N 


whitest in the mix... whitest in the completed job. Sell <=7-~77\/ omg tl PG 
Trinity White Cement for architectural concrete units; ter- ah ° “Tame Meny | 
razzo; stucco; light reflection—wherever a whiter white or purer colors are desired 


A Product of GENERAL PORTLAND CEMENT CO. + Chicago + Dallas * Chattanooga * Tampa ° Los Angeles 


a 


4 
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Iimdex of Adwvertisers 


This Advertisers’ lndex is published as a convenience, and not as a part of the advertising contract. 
Every care will be taken to index correctly. No allowance will be made for errors or failure to insert. 
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A & F Tileboard Co. 
Advertising Council 


Agricultural Extension Division, 


United States Steel 

Corporation 
Alabama Metal Lath Co. 
Albritton Engineering Corp. 
Allmetal Weatherstrip Co. 
American Cancer Society 
American Screen Products Co. 
American Sisalkraft Corp. 


Andersen Corp. 42, 


Anderson Manufacturing Co., 
Inc., V. E. 

Anthony Truck Co. 

Arnold Altex Aluminum Co. 

Arrow Fastener Co., Inc. 

Atlanta Oak Flooring Co. 

Atlantic Steel Company 


Banta, W. W. 
Bellhouse Louver Windows 
Bennett Mfg. Co., Richard C. 
Bestwall-Certain-Teed 

Sales Corp. 
Bialy & Assoc., Norman A. 
Binswanger and Company, Inc. 
Bostwick, Harold B. 
Bowers, Jr., R. P. (Rudy) 


Bradiey Lumber Co. of 
Arkansas 


Burr-Southern Corp. 
Burton, Robert S. 


Cc 


Caldwell Mfg. Co. 
California Redwood Association 
Cameron & Co., Wm. 
Cameron and Richardson 
Camp Company, Inc. 
Carr, Adams & Collier Co. 
Carson, H. H. 
Celotex Corp., The 
Century Aluminum 
Corp. ais 
Challenger Leck Co. 
Cheney Lumber Co, 
Classified Ads 


Cleveland Steel eae: 
Co., Ine. 


Columbia Mills, Ine. 

Corrulux L-O-F Glass Fibers 
Company 

Cuckler Mfg. Co. 

Cruze Co., Fred C. 

Curtis Companies, Inc. 
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Dant and Russell, Inc. 
Daryl Products Corp. 
Davis, Marion T. 

Dexter Industries, Inc. 
Dickey Clay Mfg. Co., W. S. 
Dinges Co., George J. 

Dixie Cabinet Company 
Dodge Wire Products Corp. 
Donald Durham Company 
Donley Bros. Co. 

Douglas Fir Plywood Assn. 
Dunne Co. 


Dur-O-waL Division, 
Cedar Rapids Block Co. 


82 
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Elling, Jos. B. 


Everett & Co., John T. 


& 


Flintkote Co. 
Florida Windows, Inc. 
Fry Roofing Co., Lloyd A, 
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Gardner Asphalt Products Co. 

Gardner Sales Co. 

Garner & Co. 

Garrett Co., Louis T. 

Gaston, Brice 

Georgia Art Supply Co., 
Lumber Division 

Grant Pulley & Hardware Corp. 
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Hager & Son’s Hinge Mfg. 
Cn, ce 

Harbor Plywood Corp. 

Harrington & Co., R. C. 

Hartman Co., Robert L. 

Hobbs Wall Lumber Co. 

Homasote Co. 

Huttig Sash & Door Co. 


Ideal Brass Works, Inc. 

Ideal Co. 

Independent Nail & 
Packing Co. 

International Paper Co., 
Long-Bell Div. 


Insulite Division of Minnesota 
and Ontario Paper Co. 
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Johns-Manville, Inc. 


Johnson Co., C. S. 
(Koehring Subsidiary) 55 


Jones, Arthur S. Third Cover 
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Kaiser Aluminum & Chemical 
Corp. 

Keasbey & Mattison Co. 

Kelley Mfg. Co. .... uo 

Keystone Steel & Wire Co. . .38, 

Kochton Plywood and Veneer 
Co., Inc. : 


Koppers Co., Inc., 
Wolman Preservatives Dept. 
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Lang, H. Carleton 75 

Lehon Co. ee 

Leslie Welding Co., Inc. 72 

Lifeguard Industries, Inc. . 69 

Lion Oil Co., Asphalt 
Products Div. 
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Louver Manufacturing & 
Supply Co. 
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Omark Industries 


Orangeburg Manufacturing 
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O’Rourke, James 
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Pacific Lumber Co. 

Paine rg Co., Ltd. 
Parker, R. 

Penn-Dixie Sale Com. 
Penwood Corp. 

Perma Products Co. 

Phifer Aluminum Screen Co. 
Plastergon Wall Board Co. . 
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Pope & Talbot, Inc. 
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Rambo, David B. 
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Company j 
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YES, UALCO WINDOWS ARE CHEAP 
IN PRICE... BUT NOT IN QUALITY 


Yes, Ualco Aluminum Windows are cheap. We make them inexpensive so you 
can move them out of your warehouse into new buildings, so you can have a big 
turnover and enjoy handsome profits. 

We don’t and won’t make them cheap in another sense. We’re big; we want to 
stay that way. We want our distributors to grow and prosper. We want architects 
and contractors to continue to ask for Ualco for the advantages in beauty, economy, 
convenience, and installation which we expensively engineer into the twenty styles 
and four curtain wall systems in the Complete Line. 

A few choice territories are still available. Write or call today. 


WAREHOUSES AND SALES OFFICES 

1205 Liberty Avenue, S. E. 

ieee 622 Pearl Street 

723 East Tennessee Street 
. 1035 East 26th Street 


Canton, Ohio : 
Elizabeth, New Jersey 
Florence, Alabama 
Hialeah, Florida 





Manufacturer Aluminum WU 


Huntsville, Alabama . 
Montgomery, Alabama . 
Sheffield, Alabama 
Sheffield, Alabama 

San Leandro, California 
Van Nuys, California 


indows 


SOUTHERN SASH SALES & SUPPLY 


|. AoA M A 


. 109 South Greene Street 
506 North Court Street 

. 303 Ashe Street 

. 107 Ashe Street 

720 Williains Street 

14923 Oxnard Street 





Free Booklet For Your Customers 


TION ASPHALT 


LION ASPHALT PLASTIC CEMENT 


ROOF COATING 
LION ASBESTOS 
ASPHALT ROOF 
LION ROOFING COATING 
ASPHALT 


Here’s one of the most practical sales aids you 
can use... and it costs you nothing! Booklet 
tells, step-by-step, how to repair roofs, how 
to dampproof walls and foundations with 
ready-to-use Lion Asphalt Roofing Products. 
Practical guide for professional roofers and 


..ehelps you sell more 
Lion 
Asphalt 
Roofing 
Products 


LION COLD 
PROCESS LAP 


CEMENT NAILING CEMENT 


LION ASPHALT 
R. D. PRIMER 


LION METAL 
COATING NO. 3 


“‘do-it-yourselfers”’ alike. Your distributor has 
for you a reasonable quantity of this helpful 
booklet. Why not order a supply today. Just 
ask for “Roof Repairs Are Easy’. Then put 
it to work for you to help increase your sales 
of Lion Asphalt Roofing Products. 


Free Technical Bulletin Also Available to You 
Complete information on all Lion Roofing Products. Data will be helpful 
to you and to your sales personnel in suggesting proper application. 
Bulletins are available free from your Lion Roofing Products distributor. 


“TRADEMARK OF MONSANTO CHEMICAL COMPANY 


ON OIL 


A Division of Monsanto 
Chemical Company 





